FheNATIONAL, 
UNDERWRITER. 


Like InAwrance Edition 


CherokeeO* 


Cherokee County, Iowa, a thriving agricultural community 
of 20,000 people, is as typically American as its name. 
Here, far from the giant cities, Elmer O. Bierbaum has 
built a business career which ranks him among leading 
life insurance men throughout the nation. 


During the past 15 years, Mr. Bierbaum has compiled 
a sales record unparalleled in his Company’s 90 year 
history — selling on the average of $51,500 of life 
insurance every single month — adding up to more than 
nine million dollars of guaranteed financial security for 
his many Cherokee policyholders. 


Born and raised on an Iowa farm, Elmer Bierbaum under- 

_ Stands farmers and their particular needs. As a successful 
businessman, he also recognizes the unique problems of John A. Lloyd, President of The Union Central, and Vice President Harold 
business and professional people he serves. Any wonder P. Winter, CLU, recently visited Cherokee to honor Elmer Bierbaum with 


Pe _ ° ° an Award of Distinctive Achievement for his unequalled sales record. 
he has earned the confidence of a diversified clientele? pictured above are Mr. Lloyd, Mr. and Mrs. Bierbaum, and Mr. Winter, 


As one policyholder puts it: “You can tell Elmer feels Also in attendance were members of the Kiwanis and Rotary Clubs. 
good inside — not because he made another sale, but because he sold you 
protection you need.” To which Mr. Bierbaum replies: “To do your job 

well, you have to believe in it. And 

I really believe in life insurance. I 

also believe my Company symbolizes the 

best of what life insurance represents.” 


During the 11 years following his gradu- 

ation from Iowa State College, Elmer 

Bierbaum taught high school chemistry, 

physics and mathematics. In addition, 

he coached wrestling and developed 11 

state, one national and three midwest : 

AAU champions. So championships are Although Elmer Bierbaum is forced to t 

nothing new to this man from Cherokee, many miles between clients, he carefully o - 

who now is Union Central’s National izes his time to maintain his unusual sales 

C : 2 record. And he never misses a hunting season or 
hamp In consistency of sales. family vacation at Cherokee Camp, Minnesota. 

Mr. Bierbaum is finance committee chairman 


of St. Paul’s Methodist Church, where he, his THE U N ION CENTRAL LI FE INSURANCE COMPANY 


wife Josephine, and son Jerry are greeted by 


Rev. J. E. Feller. Mr. Bierbaum is also an 
active Rotarian, member of the City Planning Cc IN Cc ; N NATI 
' Board, and Boy Scout committee chairman. Security for the American Family since 1867 
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Paul Revere’s practical sales | 
training program is carrying its fieldmen 


forward to Me J3:¢3¢), FY Gey 8 te ed tt 





oe 
In furtherance of its aim that each of its men be a fully trained taining p | 
salesman, Paul Revere offers a complete two-year pro- B Nopham oflon: 


gram . . . basic, intermediate and advanced sales training 


designed to give its representatives the soundest possible ee Ctica] ‘ 

induction into our business. And features of this training are “dge piy, Pi rs 

company schools and advanced underwriting seminars. — ~ = é ‘won 
ai, ic; 

Paul Revere men will tell you that their company is “on the reemen Ship Meth Papas, 

move.” And Paul Revere progress is bringing challenging The is 

new opportunities—and rewards—to those who are already — training, Crizo hes 

associated with the Company as well as to those who are to tail, 4 lops i, a 

seeking the kind of future Paul Revere is now prepared to niques, P. Deve; S, Life 

offer field underwriters who can qualify. ED 








The PAUL REVERE Life Insurance Company 


WORCESTER / MASSACHUSETTS 








Canadian Head Office : Hamilton, Ontario 


NON-CANCELLABLE ACCIDENT AND SICKNESS 
HOSPITALIZATION* LIFE* GROUP 
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Inflation Dangers 
Still Real, Despite 
Leveling Of Trend 


Too Strenuous A Cure Of 
Setback Holds Hazards, 
Ecker Tells Institute 


NEW YORK—lIn spite of the recent 
“moderate setback” in the economy, 
the dangers of inflation are still strong 
and there is a real hazard in too stren- 
toward offsetting the 
President 


uous efforts 
slowing up of _ business, 





oO. Kelley Anderson 


Frederic W. Ecker 


Frederic W. Ecker of Metropolitan Life 
said in his address as chairman of 
the Institute of Life Insurance at the 
annual meeting here. 

“The underlying economy is too 
strong to offer the prospect of a severe 
setback,” Mr. Ecker said. “The danger 
lies in the actions which might be 
taken in an attempt to reverse speed- 
ily the trend of only a moderate set- 
back.” 

Citing a number of conditions which 
have developed during the past year, 





OFFICERS ELECTED 

Chairman—O. Kelley Anderson, 
president New England Life. 

New directors: For four year terms, 
Mr. Ecker; William Worthington, 
president Home Life of New York; 
Harold J. Cummings, president Minne- 
sota Mutual; R. Howard Dobbs Jr., 
president Life of Georgia, and D. E. 
Kilgour, general manager Great-West 
Life; For two years, Robert L. 
McClellan, president Provident Life 
& Accident, to fill out the remainder of 
the term of the late Powell B. 
McHaney, president of General Ameri- 
can Life. 

Board members elected to the execu- 
tive committee: Mr. Ecker and Presi- 
dents J.K. MacDonald of Confederation 
Life, Howard Holderness of Jefferson 
Standard, Clarence J. Myers of New 
York Life, Carrol M. Shanks of Prud- 
ential, and James R. Wood of South- 
western Life. Mr. Anderson, as newly 
elected chairman of the institute, is 
chairman ex-officio of the executive 
committee. 





Mr. Ecker emphasized that “the dan- 
gers of inflation are still very much 
with us.” 

Three new factors which have de- 
veloped in recent months were given 
by Mr. Ecker as: 

1. The rising trend in the Depart- 
ment of Labor’s consumer price index 

(CONTINUED ON PAGE 20) 





Survey Brings Out Relative Influence Of 
Husband Vs Wife In Purchasing Insurance 


By ROBERT B. MITCHELL 


Some interesting and possibly significant information about public atti- 
tudes toward life insurance and life agents is contained in a study recently made 
by the Daniel Starch business research organization for True—The Man’s 


Magazine. 


The magazine’s purpose was to see if a factual basis could be found for 
de-emphasizing the extent to which women influence the purchase of life 
insurance and for building up the role of the husband in these decisions. If 
a good case be made for the dominance of the male, it would of course 


be a dandy argument for getting life 
companies to do more advertising in 
True and other male-oriented maga- 
zines in the Fawcett chain, such as 
Mechanix Illustrated. 

However, the interest of the Faw- 
cett organization in the outcome was 
not permitted to distort the survey or 
its interpretation. The Starch organi- 
zation is highly regarded among ad- 
vertisers and the study was made in 
consultation with Advertising Re- 
search Foundation, which aims to 
help media and others develop more 
dependable data from their research 
expenditures. 


The study was made by what is 
known as “interviews in depth.” It 
covers 104 sample households in which 
life insurance was purchased during 
the 12 months prior to the interview. 
Though the number of families is 
small, every effort was made to have 
them representative of the general 
population. However, the study itself 
warns against attaching too much 
significance to the result. It points out 
while the findings are not conclusive, 
they may be indicative of broad or 
general patterns pertaining to relative 
influences exerted by husbands and 
wives in the purchase of life insur- 
ance. 

THE NATIONAL UNDERWRITER is pre- 
senting a fairly extended review of 
the report, not with the idea that its 
findings should be taken as gospel, 
but because the report has already 
aroused considerable interest among 
advertising men in the life insurance 
business and is certain to be much 
more widely talked about, even 
though, as the study itself states, it is 
not a large-scale market research 
study but is intended simply to de- 
scribe the characteristics of this care- 
fully selected small sample that was 
used to explore male and female at- 
titudes toward life insurance, and so- 
cial and family interactions affecting 
its purchase. 


For purposes of the survey, the 104 
families interviewed were divided into 
four income classes: high, $17,500 a 
year and up; upper middle, $15,000 to 
$7,500; lower middle, $3,000 to $5,000, 
and low, under $3,000. 

Although different social classes re- 
veal varying attitudes toward life in- 
surance, four important patterns are 
found in all classes which affect fam- 
ily life insurance purchases: 

1. The husband, as the traditional 
wage earner, carries the larger 
amount of insurance on his life. Both 
men and women recognize that loss 

(CONTINUED ON PAGE 26) 





ALC Elects Stewart 
To Succeed McHaney 


Harry J. Stewart, president of West 
Coast Life, was unanimously elected 
president of American Life Conven- 
tion by its executive committee at a 
meeting held this week at the Wal- 
dorf-Astoria. He succeeds Powell B. 
McHaney, president of General Amer- 
ican Life, who was killed in an auto- 
mobile accident last week in 
Washington, D. C. 

A leading figure in the life insur- 
ance industry, Mr. Stewart for the past 
two years has been a member of ALC 
executive committee. He has _ also 
been a board member of LIAMA, 
LUTC and HIAA. He has served on 
numerous ALC committees, includ- 
ing A&H of which he was chairman, 
and currently, committee on Interna- 
tional Labor Organization activities. 
For four years he was a member of 
ALC-LIAA joint legislative commit- 
tee. 

Mr. Stewart began in life insurance 
as an agent with West Coast Life in 
1919 after service in World War I. He 
was successively manager, assistant 
superintendent of agencies and super- 
intendent of agencies in the Pacific 
northwest. In 1938 he was named 
vice-president and manager of agen- 
cies and also a director. Named execu- 
tive vice-president in 1947, he was 
elected president of West Coast Life 
in 1949. 

While in the field, Mr. Stewart 
served as president of Seattle Life 
Managers Assn. and _ secretary of 
Washington State Life Underwriters 
Assn. He also was at one time on the 
board of California Insurance Fed- 
eration. 

Active in civic affairs, he is presi- 
dent of board of commissioners of San 
Francisco city and county retirement 
system. 


$662 Billion Sales 
Total Estimated 
For 1957, LIA Told 


President Holland Gives 
Record-Breaking Figures 
For Year’s Operations 


NEW YORK—Life insurance sales 
for 1957 are estimated by Life Insur- 
ance Assn. of 
America at about 
$66% billion, a 
new record. 

President Benj- 
amin L. Holland of 
Phoenix Mutual 
disclosed these fig- 
ures in his report 
as president of 
LIA, which held 
its annual meeting 
here this week. 
The sales figure 
is 20% above the 
1956 record. 

About $46.2 bil- 
lion of the estimated total represents 
ordinary sales, about $14 billion group 
and about $6.3 billion industrial. Gains 
are 27% for ordinary and 13% for 
group but industrial will be more than 
$200 million below the 1956 figure. 

An estimated insurance-in-force 
gain of 10% will bring the year-end 
total to about $456 billion, of which 
some $265 billion will be ordinary, 





B. L. Holland 





OFFICERS ELECTED 


President—Frazar B. Wilde, pvresi- 
dent of Connecticut General Life.. 

Directors—Three-year terms, Presi- 
dents Henry S. Beers of Aetna Life, 
Thomas A. Bradshaw of Provident Mu- 
tual Life, Howard Holderness of Jeffer- 
son Standard Life, D. N. Warters of 
Bankers Life of Iowa, and William P. 
Worthington of Home Life of New 
York. For one year, to fill out the un- 
expired term of Mr. Wilde, Benjamin 
L. Holland, president Phoenix Mutual 
Life and retiring president of LIA. 





$132 billion group, and $40 billion in- 
dustrial. The remaining $19 billion 
will represent group credit insurance 
issued to borrowers and installment 
purchasers. 
It is anticipated that benefit pay- 
(CONTINUED ON PAGE 20) 





Late News 





Bulletins... 








Southern Republic, Southwest American To Merge 


Southern Republic Life and Southwest American Life, both of Houston, have 
agreed to consolidate, the surviving company to be called Southwest American 
Life. The merger would result in the Southwest American having nearly $24 
million of life in force, and 5,000 policy holders. Capital and surplus of the 
combined company would be $950,000, with $450,000 capital and $500,000 sur- 


plus. a) 


Stockholders’ meetings of the two companies will be held Dec, 23. The value 
of Southern Republic stock and Southwest American stock has been determined 
(CONTINUED ON PAGE 32) 





NEW YORK—tThe so-called model 
bill for the regulation of credit life 
and A&S was approved in its seventh 
draft by the subcommittee headed by 
Holz of New York and was adopted by 
the National Assn. of Insurance Com- 
missioners at the midyear meeting 
here. 


Humphreys of Massachusetts, a 
member of the subcommittee, and Mr. 
Holz both objected to the bill as not 
being strong enough but voted for it 
as something in an area where some- 
thing is needed. 

Representatives of the business also 
objected to the bill. These objections 
were in the main put by Donald S. 
McNaughton, assistant general coun- 
sel of Prudential. His chief criticism of 
the bill was that it fails to place a 
maximum on the rate that can be 
charged the borrower and thus con- 
tinues the “competition in reverse” 


HieNATIONAL UNDERWRITER 


NAIC Adopts Model Credit Life-A&S Bill; 
Industry Critics Fear It's Too Weak 


which has been the chief problem in 
this field. 

After the NAIC plenary session had 
approved the report containing the 
model bill, Mr. Humphreys said that 
as one who has encountered—and 
stopped—rebating in the automobile 
collision field, he knows what can 
happen in credit life and A&S. Con- 
sequently, he would like to see a rate 
ceiling in the bill. 

Mr. McNaughton at this point said 
that while he opposed the bill adopted, 
Prudential will cooperate in every 
way to help solve the problems in this 
field. 


Other commissioners’ gave their 
views on the bill. These varied, though 
there was general agreement on the 
problems and the need for solving 
them. There was general recognition 
of the shadow of the federal govern- 
ment over this area of the business. 
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Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. 


COORDINATOR OF SALES 


we -- AMERICAN NATIONAL 
INSURANCE Co. 


OVER 4 BILLIONS OF INSURANCE IN FORCE 





Income Co 
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For information address: 


GALVESTON. TEXAS 





The drafting committee was com- 
posed of Gerber of Illinois, Rogan of 
Wisconsin, Binning of Nebraska, and 
Deputy Wikler of New York. At the 
meeting of the installment committee 
under Larson of Florida, Mr. Holz 
said two views on what should be 

‘ done were reflected in the group. One 

view was that the bill should be 
strong and detailed, the other that 
abuses should be corrected but that 
the legislation should not be so de- 
tailed. 

Legislation is needed, Mr. Holz de- 
clared. This is indicated by the fact 
that the New York department’s study 
of such plans showed that loss ratios 
ran from 6% to a maximum of 42% 
with the 6% companies paying com- 
missions as high as 79%. The lowest 
commission was 32%, paid by a com- 
pany with a 30% loss ratio. 

Unless the bill puts a maximum on 
the rate charged the borrower, it will 
leave in effect the reverse competition 
which is the real problem in the credit 
coverage business, Mr. McNaughton 
declared. Actually the bill in its pres- 
ent form will increase rates, he said. 
Because some rates are high with 
larger payments to lenders, Pruden- 
tial has felt the pressure to charge 
higher rates so the lenders for which 
it writes business will get increased 
payments, he commented. 

The model bill endorses the higher 
rates now being charged for the cover- 
age, he declared. The bill should en- 
able the insurer to charge a higher 
rate for small volume, but as written 
does not provide such flexibility. Cost 
of the coverage should decrease with 
size of the group, but the effect of the 
bill will be to impose an artificially 
high rate on large volume business. 

The bill also should reflect the man- 
ner in which the credit business is 
conducted. Full disclosure to the bor- 
rower of coverage, rate, etc., is desir- 
able. However, many large lending in- 
stitutions have mechanized operations 
to reduce handling costs to a mini- 
mum. The bill would increase han- 
dling and cost. The bill requires the 
furnishing of the borrower with a cer- 
tificate showing coverage and term. 
This is misleading. If this information 
is in figures, it is true for only one 
month because the debt and coverage 
decrease monthly. Why not say cov- 
erage is for the amount of the debt, he 
wondered. 

The bill makes the vendor’s state- 
ment with respect to coverage, etc., a 
binder, but the vendor is not an agent 
of insurer and can’t bind insurer. This 
places the insurer in a precarious po- 
sition, he said, for there is nothing to 
prevent the vendor from selling the 
contract and later placing the cover 
when he thinks it likely he can collect 
under the insurance. Maybe the lend- 
er’s paper is refused by the lending 
institution that ordinarily buys it. For 
this reason, Mr. McNaughton sug- 
gested the lender deliver a notice of 
“proposed insurance.” The same thing 
would be accomplished. 

Gerber of Illinois vigorously denied 
that lenders, through the “competition 
in reverse” process foreseen by Mr. 
McNaughton, would be able to force 
insurers to raise their rates for the 
unreasonable enrichment of lenders. 

“As I see it,” he said, “the insur- 
ance commissioner will look to the ex- 
perience and determine the proper 
rate. There is no such thing as a uni- 
form rate. That went out with the 
hoopskirt.” 

There should be no “competition in 
reverse,” he declared, calling this a 
“dangerous thing.” There is no reason 
why a company charging, for example, 


(CONTINUED ON PAGE 30) 
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N. Y. Subway Strike 
Slows Insurance Work 
But Not Drastically 


NEW YORK—The strike that dras. 
tically curtailed operations on the New 
York City subway system has resulteg 
in an absenteeism of from 10 to 209 
at insurance home offices but has not 
yet caused serious disruption of home 
office functions. Unless the strike goes 
on for a matter of several days More, 
it is anticipated that the backlog of 
work caused by it can be taken care 
of without resort to overtime. 

In the downtown insurance district 
the absenteeism rate was about 15% 
for the first and second days of the 
strike. The crippling of the subways 
was much more widespread by the 
second day, but it seemed to have 
little effect in raising the absenteeism 
rate. 

It was noticeable that the absen- 
teeism rate was higher among the 
older employes—persons who might 
have good reason to fear being crushed 
in the crowds and who would be more 
likely to worry about being involved 
in possible violence or in accidents 
due to the use of inexperienced per- 
sonnel to operate subways. 

However, as one personnel execu- 
tive put it, anybody who wanted to get 
to work badly enough managed to do 
it. 

“For every one that stayed home, 
you could match him with somebody 
from the same neighborhood who got 
to work,” he said. 

Various ingenious stratagems were 
used. For example, some people drove 
to the nearest subway terminal, even 
though it meant backtracking, so as to 
get in the cars before they were 
jammed to the doors. Many who live 
in Brooklyn took the ferry across to 
Staten Island and then another ferry 
from Staten Island to Manhattan. 

The percentage of absentees of 
course depends a good deal on the 
areas in which employes live. The 
downtown insurance district has many 
who live in Staten Island or New 
Jersey. These people are not depend- 
ent on the subway. The Hudson tubes 
going to New Jersey, though a subway 
in the sense of operating underground, 
were not affected by the strike, as its 
motormen belong to a different union 
from the one staging the New York 
subway system strike. 

Many offices closed early during the 
strike or else let those affected by it 
go home early. In addition to the slow- 
ing of work-handling due to absen- 
teeism, the situation was aggravated 
by employes concern about how they 
would get home. Discussions of this 
and other problems involved in getting 
to and from work have cut into the ef- 
ficiency of many workers. 


Colo. Insurer Drops $5 Million 
Libel Suit Against Newspaper 


A $5 million libel suit filed last 
March against Rocky Mountain News 
has been dropped by American Found- 
ers Life. In its suit before Denver dis- 
trict court the company had contended 
that an article appearing in the News 
contained “inferences and innuendos 
and halftruths’ which had damaged 
its reputation and the confidence of 
its stockholders and the general public. 
The suit was dismissed “with prej- 
udice,” meaning the company cannot 
file the same action again. Attorneys 
for both American Founders and the 
News refused to comment on the with- 
drawal action. 
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LIFE INSURANCE EDITION 


Study Of Extraterritoriality, Security 
Fluctuation Reserve, Etc., Voted by NAIC 


NEW YORK—Several matters of im- 
port were acted upon by National Assn. 
of Insurance Commissioners at the 
midyear meeting here. These included 
adoption of a code of ethics for regu- 
lating commercial pension and trusteed 
welfare funds, to the commission sec- 
tion of which producers object, launch- 
ing a study of extraterritoriality, ap- 
proval of a joint commissioner-indus- 
try study of the need for reserves to 
offset security fluctuations, and adop- 
tion of guiding principles for states 
interested in uniform surplus lines 
laws. 

Commissioners voted to hold the 
1959 annual meeting in Boston, 1959 
midyear in Miami Beach, the 1960 an- 
nual in San Francisco, and the 1962 
annual in Montreal. 

. 

Ray Murphy, general counsel of 
Assn. of Casualty & Surety Compa- 
nies, emceed the luncheon of the Passe 
Club Internationale. The retirements 
from office of M. J. Harrison, Little 
Rock attorney and former Arkansas 
commissioner, president of Passe Club, 
and of Howard Brace, retired vice- 
president of Occidental Life and form- 
er Idaho commissioner, secretary- 
treasurer, were accepted. Each gave 
his last report. 

Whereupon, both were returned to 
office for life and were presented with 
photographs of easy chairs which are 
being shipped to their homes. John 
Maloney, San Francisco attorney and 
former California commissioner, made 
the presentation to Mr. Brace, and 
Herbert Graves of National Old Line 
Life, former Arkansas commissioner, 
to Mr. Harrison. 

Ernest Palmer of Warner Recipro- 
cals, former Illinois director, made the 
traditional presentation of gavel to the 
NAIC president, this year to Mr. Na- 
varre. 

The long range study of the principle 
of extraterritoriality of state laws was 
approved by the commissioners. This 
project was urged by Navarre of Mich- 
igan. The subcommittee on extrater- 
ritoriality headed by Smith of Penn- 
sylvania will make the study and then 
make recommendations to the laws and 
legislation committee. Several commis- 
sioners emphasized the urgency of this 
project because of the possibility that 
extraterritoriality of New York and 
Ohio may come into collision on group 
life insurance rates. However, the op- 
eration of extraterritoriality, especially 
by New York, affects the business 
across the board, and the subcommit- 
tee’s study will be of this principle as 
it bears on insurance in toto. 


A subcommittee to study state laws 
necessary and essential to perfect state 
regulation, headed by Holz of New 
York, has the job of tabulating state 
laws to determine what states do not 
have those laws regarded as essential 
to a minimum standard of the state 
regulation of the business. 

Also approved by the laws and leg- 
islation committee was the report of 
the subcommittee, headed by Parker of 
Virginia, on the organization, owner- 
ship and certification of insurers. The 
subcommittee discussed possible uni- 
form requirements for company admis- 
sion, and control and possible elimina- 
tion of insurers formed for purely pro- 
motional purposes. The subcommittee 
would work out a recommendation on 
how commissioners might circulate in- 
formation on promotional schemes and 


those persons involved in them. How- 
ever, the subcommittee voted to make 
its recommendations at the next meet- 
ing of NAIC. 

The valuations of securities com- 
mittee, headed by Humphreys of Mas- 
sachusetts, approved a report by the 
subcommittee, headed by Holz of New 
York which contained a vote to com- 
municate with fire and casualty com- 
pany representatives, asking that they 
designate a committee to discuss with 
the subcommittee on valuation of se- 
curities the question of developing a 
mandatory security valuation reserve 
program for application to property 
insurers. The subcommittee also asked 
that the industry committee develop 
such material and exhibits in time for 
a meeting early next spring. 

NAIC approved the examinations 
committee’s project of analysing and 
reviewing association examinations of 
insurers “to perfect practices and pro- 
cedure.” The industry advisory com- 
mittee was announced. Humphreys of 
Massachusetts heads the committee and 
Parker of Virginia the subcommittee 
for this project. 

The industry committee consists of 
Alfred N. Guertin, actuary of Amer- 
ican Life Convention, and W. Ralph 
Jones, president National Fidelity Life, 
for ALC; John R. Barry, president of 
Corroon & Reynolds, for National 
Board; George A. Peery, actuary of 
Government Employees, and Spaulding 
Southall, assistant general manager of 

(CONTINUED ON PAGE 29) 


Mass. Mutual Sets Up 
Major Department For 
PR, Sales Promotion 


Massachusetts Mutual has_ estab- 
lished a new major department to 
handle public re- ; 
lations and_ sales 
promotion, under 
Robert J. Ardisor, 
formerly director 
of field service, 
who becomes di- 
rector of public re- 
lations and_ sales 
promotion. 

The new depart- 
ment will handle 
all public rela- 
tions, advertising 
and sales promo- 
tion functions, field recognition pro- 
grams, sales conferences and meetings, 
and company publications. 

Division heads and their assistants 
involved in the merger include: For 
sales promotion, C. Lowell McPherson, 
director of sales promotion; for ad- 
vertising, Seneca M. Gamble, adver- 
tising manager, S. Alberta Stutsman, 
assistant advertising manager, and 
Clayton H. Clapp, advertising assist- 
ant; for public relations, Lewis A. 
Shaw, public relations manager, James 
T. Houghton Jr., convention manager, 
and Robert G. Sayre, public relations 
assistant; for publications, William A. 
Morrison, editor, and Robert B. Han- 
dyside, assistant editor. 

Allstate Life has been granted au- 
thority to transact business in Cal- 
ifornia. 





R. J. Ardison 
















COMMONWEALTH 
LIFE 


INSURANCE COMPANY 


Season’s greetings from 
e Commonwealth — one of 
. the Nation’s billion-dollar 
companies. 


HOME OFFICE: 


| Commonwealth Building 


Louisville 
The Tallest, Finest Office 
Building in Kentucky 
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Life Of N. A. Offers 
Death-A&S Coverage 
As Part Of Package 
PHILADELPHIA—Life of North 


America has issued the first of its 
mortgage payment life and disability 
policies designed specifically to round 
out the coverages in the parent com- 
pany’s homeowner’s fire and liability 
policies. 


The new life-A&S contract has 
premium billings, commission account- 
ing, and underwriting tailored to the 
general insurance man’s fire and cas- 
ualty operation. It will be sold in con- 
junction with the homeowner’s policy 
originated by North America. An in- 
dependent agent can put the coverage 
in force on a 30-day basis immediately 
if the insured is in good health and 
meets requirements as to age and 
amount, with the extension of cover- 
age beyond the 30 days subject to 
home office approval. 

The new coverage provides funds 
for mortgage payments in the event 
of the insured’s death or disability. 
The life coverage is term for the pe- 
riod of the mortgage, decreasing as 
the mortgage balance decreases. The 
A&S portion will pay a monthly in- 
come to help the home owner meet 
his monthly mortgage payments for as 
long as two years. The A&S coverage 
is guaranteed renewable for the dura- 
tion of the mortgage, with the compa- 
ny having the right to change pre- 
mium rates on a class basis. 


Ala. To Test Authority 


On ‘Turbulent’ Insurers 


Superintendent Horn of Alabama 
has scheduled a series of hearings, 
starting late this month in Mobile, to 
check certain insurers which he char- 
acterized as having “a turbulent his- 
tory.” He told the interim insurance 
committee of the legislature, meeting 
in Montgomery, that the hearings are 
aimed partly at determining how far 
his department can go in refusing to . 
license certain companies which he de- 
scribed as having by-laws unfair to 
stockholders and policyholders. 

Two of the hearings will be in De- 
cember, one in Montgomery and one 
in Huntsville. The hearings will be 
conducted by E. L. Rinehart, assistant 
attorney general assigned to the insur- 
ance department. 


NALU S.S. Presentation 


Is Popular Film Fare 


The demand for “Can We Have 
Sound Social Security?” the new slide 
narrative of National Assn. of Life 
Underwriters, is exceeding expecta- 
tions by a big margin. 

In two months, 140 state or local 
associations have ordered the presenta- 
tion and are showing it at their meet- 
ings, to chambers of commerce, serv- 
ice clubs, estate planning councils and 
other groups. Early expectations were 
that 100 sets of the presentation would 
probably meet the demand, and that 
was the number ordered originally. 
It appears now that the second order 
of 100 will be exhausted soon: 

The 63-slide presentation was pro- 
duced under the supervision of Pres- 
ident Albert C. Adams, general agent 
of John Hancock at Philadelphia, when 
he was 1956-57 chairman of the so- 
cial security committee. It develops 
the theme that the original concept 
of social security as a basic floor of 
protection has been adulterated by po- 
litically inspired, haphazard expan- 
sions that have created a_ potential 
$300 billion deficit in the social secur- 
ity trust fund. 
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Minneapolis For ‘59 
NALU Mid-Year; ‘61 
Annual To Denver 


WASHINGTON—Minneapolis has 
been selected for the 1959 mid-year 
meeting and Denver for the 1961 an- 


nual convention of National Assn. of 


Life Underwriters, it is announced 
at NALU headquarters here. 


HeNATIONAL UNDERWRITER 


These decisions by the NALU exec- 
utive committee make the lineup of 
forthcoming meetings as follows: 

1958 mid-year, Dinkler-Tutwiler 
hotel, Birmingham, March 23-27. 

1958 annual, Statler-Hilton hotel, 
Dallas, Sept. 7-12. 

1959 mid-year, Leamington hotel, 
Minneapolis, March 15-19. 

1959 annual, Bellevue-Stratford ho- 
tel, Philadelphia, Sept. 20-25. 

1960 annual, Statler and Mayflower 
hotels, Washington, Sept. 11-16. 

1961 annual convention, new Webb 


& Knapp hotel as yet unnamed, Den- 
ver, Sept. 24-29. 


NALU conventions have attracted 
increasingly large numbers in recent 
years, with a record 2,394 being regis- 
tered at the last one, in Detroit. Max- 
well L. Hoffman, NALU convention 
manager, has made personal inspec- 
tions in all six cities and says “all 
these hotels are not only adequate but 
will accommodate NALU in superb 
fashion.” 





It has been 


suggested that 


modern life 


insurance management should have men 


trained within its own organization “‘on the 
bench” continuously ready to step into 
opportunities arising from the orderly 
growth and expansion of the business.* 
Northwestern National Life has been 
following this pattern for more than a 
decade. During the past five years it has 
called more than 29 such men “off the 


bench” into c 


hallenging openings in field 


management, and currently has 19 others 
in training as future leaders of successful 
agencies. This is just one of many reasons 
why our agents hold the NWNL franchise 


in highest regard. 


*With a nod to Ralph Engelsman for his thought- 
provoking remarks at the 1957 ALC Annual Meeting 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


Lie raranssit for 4! 
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Allstate Opens Its 
Over-Counter Life 
Operation In N.Y. 


NEW YORK—Allstate Life, Sears 
Roebuck & Co. subsidiary and a ryp. 
ning mate of Allstate Ins. Co., ha 
opened its over-the-counter operation 
in New York State, signalizing the 
event with a sale to the Lawrence — 
Clapp family of White Plains. The 
Clapps were chosen for the honor be. 
cause they are “representative 
young American families who are fol. 
lowing pioneer tradition in contriby. 
ting so greatly to our nation’s strength 
and growth,” according to Allstate 
Life. 

Formed by Allstate Ins. Co. early 
this year, the new life insurer began 
operations in Illinois, its home state 
in September. Allstate agents in Sears 
stores throughout New York and Illi. 
nois, as well as Allstate insurance 
centers and other sales locations, wil] 
be able now to offer their cus. 
tomers “a full circle of protection,” 
according to President C. B. Kenne,; 
of Allstate Life. He said Allstate Life 
will extend its operations to other 
states, where feasible, as rapidly as 
possible and should be in 20 additiona| 
states by the end of 1958. 


Mutual Benefit H.&A. 
GAs Elect Halliday 


W. T. Halliday Jr. of Birmingham 
was installed as president of Gen- 
eral Agents’ Assn. 
of Mutual Benefit 
H. & A. and United 
Benefit Life at a 
banquet at Sher- 
a t o n-Fontenelle 
hotel in Omaha 
concluding the an- 
nual meeting. He 
succeeds B.F. 
Helmbrecht of 
Buffalo. 

Other new of- 
ficers are: A. H. 
Harris, Spring- 
field, I11., 1st vice- 
president; D. L. 
Acrea, Reno, Nev., 2nd vice-president; 
Bill O. Brink, Detroit, secretary, and 
Gordon McCown, Manchester, N. H, 
treasurer. 





W. T. Halliday Jr. 


Aetna Life Group Uses 


Masterpieces On Calendars 


For the third consecutive year, cal- 
endars being sent out by representa- 
tives of Aetna Life and Aetna Cas- 
ualty will feature some of the world’s 
greatest art treasures. Produced in co0- 
operation with the National Gallery of 
Art in Washington, D. C., the calen- 
dars represent the first mass commer- 
cial distribution of these masterpieces. 

The 1958 calendars will display such 
pictures as “Italian Comedians” by 
Watteau; “The Mass at Dordrecht” by 
Cuyp; Steen’s “The Dancing Couple’; 
“The Picnic After the Hunt” by Lan- 
cret; Chardin’s “The Young Gover- 
ness”, and Constable’s “Wivenhoe 
Park, Essex”’. 


Two Are Named To N. C. 


Insurance Department 


Two new members have been named 
to the staff of Commissioner Gold of 
the North Carolina department. James 
Nance has been appointed an investi- 
gator and will make his headquarters 
in Salisbury. Ray Bishop, former ac- 
countant of the North Carolina de- 
partment of conservation and develop- 
ment, has transferred to the insurance 
department in that capacity. 
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TO OFFER 
THIS 


BRAND NEW 
CONCEPT! 








Bankers Life Company scores 
another first in offering this “Insur- 
ability Insurance” concept. Thus 
Bankers Life indicates the “pioneer- 
ing with service” attitude which has 


earned the respect of both the life 


insurance industry and the public. 


This advertisement will appear 
in the issue of TIME Magazine 
dated December 23, 1957. 
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$10,000. 


Years 


Op Servi’ 
Offering All Types of 
Personal Life Insurance 
Group Insurance 
Annuities 


Accident & Sickness and 
Hospitalization Plans 





> 


Now one physical examination 
carries you through the years! 


A revolutionary new idea* that 
guarantees your “insurability” to 
age 40... gives you the right to 
buy added insurance at standard 
rates, regardless of health. 


Now! Bankers Life of Des Moines 
brings a revolutionary answer to an 
age-old insurance question: “When I 
need more insurance and can afford it, 
will I be able to get it?” 

This answer is a new and totally dif- 
ferent insurance idea that specifically 
guarantees the “insurability” of a pol- 
icy holder to age 40! With the purchase 
of a $10,000 policy on a man, woman or 
child it guarantees the right to pur- 
chase without further evidence of in- 
surability ...on every one of as many 
as six consecutive option dates ...a 
new insurance policy of as much as 


And the monthly cost of this extra- 
ordinary “guaranteed purchase option” 






BANKERS 7 COMPANY 


OF DES MOINES, |OWA 


—, 


is only pennies per thousand! 

This new insurance plan is a blessing 
...to every man because he will at some 
unknown time cross the line of insur- 
ability . . . to the successful Dad who 
wants to make sure that his children 
will be able to buy the life insurance 
they will need ... to the young man 
just starting out ... to the professional 
man who looks forward to rising in- 
come as he progresses, and seeks to im- 
prove his insurance picture when he 
wants to, and can afford to. 

It is truly an insurance plan that 
“srows with the man”... . guarantees 
availability of new insurance security 
as he advances in age. And only Bankers 
Life of Des Moines has it! 

Investigate the advantages of this im- 
portant “Insurability Insurance” pro- 
gram. Call the Bankers Life Man in 
your community. Or write to Bankers. 
Life Company of Des Moines at the ad- 
dress listed below. 


*Available in most States 


OVER 212 BILLION DOLLARS INSURANCE IN FORCE . . . POLICYHOLDERS FROM COAST TO COAST 


Sie COMPANY 


e 
Des Moines, lowa 


Bankers Life Company, Dept. T-127 


Des Moines, Iowa 


Please send me the facts about your exclusive new “Insur- 


ability Insurance” 


Name . 


program. No cost or obligation. 





Address 





City 


Zone PN a eee 





en ememmmommemanwaeaanweound 








BROKERS & SURPLUS WRITERS — Get the facts on 
this Bankers Life exclusive — learn how it fits the markets 
outlined in this Time ad. Your local Bankers Life Agency 
office will be glad to help you or write — 


BANKERS LIFE COMPANY 
711 High Street 
Des Moines 7, Iowa 
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Bank-Loan Sales Are Justified Only 
Under Strict Conditions: Mark Muller 


Although Mark C. Muller, Phoenix 
Mutual, New York City, has sold life 
insurance under the bank-loan plan, 
he does not subscribe whole heartedly 
to the tremendous amount that is being 
sold this way. It is only justifiable 
when a man is in a higher than aver- 
age income tax bracket, minimum of 
40%, Mr. Muller told New York City 
Assn. of Life Underwriters. 


This man must have prospects of 
going even higher, must also have a 
substantial amount of life insurance 
not impaired by loans, and the loan 
plan should be superimposed on the 
existing program without impairing it 
in any way. Unfortunately, that is not 


the way most loan plans are being 
sold Mr. Muller said. 
Noting that every life insurance 





More Than Lip 


Service! 


THIS “STAR OF THE NORTH” insignia 
marks a company with a friendly family 
attitude of mutual helpfulness... a com- 
pany which gives more than lip service to a 


formula that works! 


results. 


IN ADDITION, our Advanced 






men who spend thei 
with the Field, 
demonstrating how these 


man seems to know that the interest 
paid on money borrowed to purchase 
life insurance is deductible, he asked 
his listeners when they last told a 
client that interest compounding in 
permanent cash value insurance is tax 
exempt and that 242% guaranteed by 
an insurance company is the equiva- 
lent of 5% which is taxable and spec- 
ulative in nature. 

He also wanted to know when they 
last told a client that the money put 
in a permanent cash value policy is 
beyond the reach of creditors and that 








befor 


Under- 





THIS FORMULA for successful life in- 
surance selling is based upon (1) The right 
combination of organized sales methods, 
(2) Tested and proven presentations aimed 
at selling life insurance to fit specific needs, 
(3) Dramatic, convincing visual sales aids 
that really work, (4) And, above all, shirt 
sleeve down-to-earth help from Home Office 









STAR OF 
THE NORTH 





writing Division recently has applied these | 


same principles to the unlimited frontiers of 
Programming; Pension and Profit-Sharing 
Plans; Kstate Planning; Wills and Trusts; 
Taxes; and, in a unique way, Business 
Insurance. 

TOP THIS OFF with a better paying in- 
centive contract, incorporating an unusual 
combination of persistency fees, and you 
have the reasons why the “Star of the 
North” is the guiding light to many a 
successful agent who has found himself 


with... 


The Agent-Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


VICTORY SQUARE—ST. PAUL, MINNESOTA 
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it is a source in good times or bag, 
when they last told a policyholder o, 
prospect that, after settling a fair 
number of death claims, they haye 
found that most of the talk about buy. 
ing stocks and mutual funds is strictly 
academic and that when the estate is 
settled the only thing the family has 
to fall back on is the life insurance 
program; or when they last told 
client that he has no right to put mon- 
ey in the stock market or mutual 
funds unless he could affort to lose it; 
and when they last told a client that 
investing in the stock market or in 
mutual funds is not necessarily the 
sure-fire cure to the inflation prob. 
lem. A recent survey by Harvard busj- 
ness school showed that the correla- 
tion between changes in the cost of 
living and stock market values was not 
exact, since there was often a materia] 
lag between the drop in the market 
and a decline in the cost of living. 
The fluctuation in common stock per- 
formance considerably exceeded 
changes in the cost of living. 


Life insurance agents should learn 
to respect mutual funds as competition 
but not fear them, Mr. Muller went 
on. By competition, he meant that 
both are competing for the customers’ 
dollar, not selling similar products. 
Agents should avoid being drawn into 
a dollars and cents comparison over 
a period of years between what the 
mutual funds will do in comparison 
with the annuity contract. The agent 
should not make a price comparison 
unless his prospect can obtain a state- 
ment from the mutual fund salesman 
that, at the end of a certain period of 
years, he will get back all of his 
money, excluding interest. If the pros- 
pect can get that sort of statement, 
the agent should say he will be glad to 
make a comparison with the mutual 
fund proposal. 

Many prospects have been told that 
mutual funds are as carefully regulated 
and supervised as life companies. This 
is not true. The prospects have been 
given to believe that if they invest in 
mutual funds about the worst that 
can happen is that they will get back 
all their money plus a 4 or 5% inter- 
est. The fact is, there is an investment 
risk that accompanies every invest- 
ment, whether real estate or securities. 
If they were not required to do so in 
order to avoid payment of federal in- 
come taxes, the majority of mutual 
investment funds would not make 
capital gains distributions to share- 
holders at any time, Mr. Muller said. 


Another argument the agent should 
combat is the one about dollar aver- 
aging, which implies that the investor 
cannot lose regardless of the rise and 
fall of the stock market. But if mutual 
funds are liquidated at a time when 
the value of the share is less than the 
shareholder paid for it, the result 
would be a loss. Mr. Muller pointed 
out, however, that if a man has ade- 
quate life insurance and annuities and 
a home paid for, he might very well 
consider buying securities or mutual 
funds. 


Predict $110 Million In Payments 
On 46,000 Auto Deaths In 1957 


Motor vehicle fatalities are expected 
to bring a record number of death 
claims for a peak amount this year, 
according to Institute of Life Insur- 
ance. 

In the first nine months, 34,000 
such claims accounted for payment 
of $82 million, up 1,000 claims an 
$11 million in payments. At the cur- 
rent rate, the 1957 total will be $110 
million under 46,000 claims. 
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Abter tlre years — 
it otill fantastic... 


Tucson, Arizona 
October 21, 1957 


Epwarbp I. GILBERT 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 

Dear O’B: 

What has taken place in my life during the three years I have been with 
Franklin is still fantastic to me—actually unbelievable. When I signed my 
contract with Franklin, I remember being asked if I didn’t think I would make 
at least $10,000 my first year. My answer was, “Oh, sure”; but I didn’t expect 
to. Frankly, it was hard to believe, remembering I was unable to come close to 
that figure with my previous company—even after three years of hard work. 
Yet after twelve short months, the dream had come true. I did make approxi- 
mately that amount—and after three vacations. That’s only half of the story. 
The second year my income doubled itself. 

How many professions can a man go into and make $9,353 his first year and 
$19,484 his second year—and without any capital investment? This year I 
should earn close to $22,000. 

I am even more enthusiastic today than the day I started with Franklin. With 
merchandise like PPIP and JISP, it has been easy to build a very large clientele 
in a short time plus having more good prospects than I can possibly see. 

It would be hard to tell in a few short words the many things that Franklin 
has done for me. 

Sincerely, 


Edward I. Gilbert, Jr. 


An agent cannot long travel at a faster gait than the company he represents! 








1 INSURANCE 
COMPANY 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Six Hundred Million Dollars of Insurance in Force 
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Washington National Ins. Co. has retained the architectural firm of Graham, 
Anderson, Probst and White to plan a new home office addition. Above is 
the firm’s conception of the expanded home office: the present building 
(right), the new addition (center), and the modernized garage. 

Construction of the projected addition, to front over 110 feet on Chicago 
avenue in downtown Evanston, IIl., is to begin in the spring of 1958. Space is 
to be allocated to a modern employe’s cafeteria. Total floor area of the ad- 
dition is to be approximately 150,000 square feet. Approximate cost will be 
$4 million. 

The same architectural firm planned the present modern-designed seven- 
floor home office building which makes maximum use of glass in combination 
with Indiana limestone facings. Total floor area of the present structure is 





about 115,000 square feet, fronting 116 feet on Chicago avenue and extending and is a problem of each individual. 


back 193 feet. 


Present home office headquarters include the company-owned building market. It i ht f. the indi- 
at 610 Church street. It is connected with the back part of the present home oe oe Sa 


office building with ramps on five floors. 








Keep a Jong step ahead of competition with 
American Casualty’s NEW 


COMPREHENSIVE 
MAJOR MEDICAL POLICY 


PAYS BOTH 
—| 2 


MAJOR 
MEDICAL EXPENSE 


10,000-"° 


After $500.00 has been paid, 








BASIC 
MEDICAL EXPENSE 


*hO0-.00 


Pays up to $500.00 of covered 
medical bills after a $50 de- 
ductible 


the policy then pays 80% of med- 
ical expenses incurred within 3 
years* up to an additional limit 
of $10,000.00 (or $5,000.00). 














. 








FOR INDIVIDUALS AND FAMILIES: Unallocated benefits for accident 
and sickness (treatment in home, hospital or doctor's office)... level 
premiums...special children’s rates...minimum exclusions... pays 
regardless of other insurance in force except Workmen's Compensa- 
tion or Occupational Disease Act or Law Benefits. GET ALL THE 
FACTS TODAY. 


AMERIGAN GASUALTY 


(*2 years in Colif.) 








COAST-TO-COAST BRANCH OFFICE SERVICE 


AMERICAN CASUALTY CO., READING, PA. 
Please send Sales and Information Kit on the new COMPREHENSIVE Major Medical 
Expense Plan. 


Name 





Address 





State 





City 











December 14, 1957 


NEWS OF LIFE ASSOCIATIONS 


tended the Tri-City sales congress he 
hit the ground running, making eight 
calls for 100 days, with three to foy 
closes per day. When he calls and js 
unable to close, he replaces the dis. 
carded prospects each day. Calling a 
night he was able to place in the 
company’s top 20 the first month. 

The greatest weakness of the life 
insurance salesman is not calling back 
he said. “I sold my first policy where 
the prospect had six policies bought 
from six different companies.” 

Among other speakers appearing on 





Central Texas Sales 
Congress Draws 300 


Central Texas sales congress for 
members of Central Texas Assn. of 
Life Underwriters, Bryan and College 
Station; Heart of Texas Assn. of Life 
Underwriters, Temple; Waco Assn. of 
Life Underwriters, and Austin Assn. 
of Life Underwriters, had an attend- 
ance of 300. 

“You Incorporated” by Charles E. 
Gaines, director of Southern Method- th O 
ist Institute, was a study in the mar- ‘€ Program were O. P. Schnable, 
ket of the individual career life agent. Jefferson Standard Life, San Antonio, 
Establish and maintain good personal and Rev. Bob Richards, twice Olym- 
relations with a sufficient number of P! pole vaulting champion. 
people, he said. Sufficient is a variable 


Name Two At St. Louis 


William King, general agent of Fj- 
delity Mutual Life, St. Louis, was 
named NALU national committeeman, 


Life insurance is sold in a personal 


vidual agent and not from the com- 
pany. Price plays little part in the anq William E. Rench, general agent 
selling of life insurance. A survey in National Life of Vermont, was elected 
1954 of 6,000 policyholders who had Missouri state committeeman of the 
policies from one to 47 years was _ state association. 

unanimous in stating, in 85% of the 
cases, that they bought because of 
personal relations. 


San Antonio Speaker 
San Antonio Assn. of Life Under- 
. writers heard Ben P. Atkinson, Amer- 
Mr. Gaines developed the thought ican General Life, Austin, past presi- 
that the agent who services his pol- dent of the Texas association, review 
icyholders has absolute control of his developments of the past 20 years as 
market. He pointed out the life in- they relate to the agent and his part 
surance salesman is the only salesman i improving the conditions affecting 
who has this control. “I studied the S2les practices and the better public 
rates of five participating companies acceptance of life insurance. 
and five non-par companies and found = 
a four-cent difference,” he said. The Cliff Edwards, general manager of 
salesman determines the volume of New York Life in Tacoma, spoke on 
sales and no company can take this “Eternal Birth” at a luncheon meeting 
away from him. Life insurance is not ©f Seattle Life Managers Assn. 
sold by gimmicks over the long haul. — 
The man who does not tailor the sale Madison, Wis.—A talk on ‘Would You Buy 
to the needs of the buyer sows the a ae © pf pe 
seeds of his own destruction as a sales- at the Seneca pits of the Madison. Assn. 
man. 


of Life Underwriters. . 

“In the long pull the market must 
be vertical. A high percentage of suc- Institute Slates Smal] 
cessful insurance salesmen’s business 
is repeat business. Let the law Company Conference 
of averages work. Have lives. Mem- 
bers of the Million Dollar Round Table 
sell 100 cases. Concentrate and get 
enough who will buy. You can’t sell 
all. You can’t keep all as clients.” 

Newman E. Long, Great-West Life, “Planning for Growth,” Frank Whit- 
Dallas, spoke on selling business in- beck, president, Pioneer Western Life 
surance, stating that group and mass of Little Rock. 
selling have made the sale of personal _ “Financing, How—How Much—How 
life insurance more difficult but have Long,” and “How Markets are Built, 
not interfered with the market for id — mene Fenegecarye 
oo Pe He developed the tor of Northwestern National Life. 
t g a usiness insurance 1s eas- “Economic Fact and Fancy,” Rich- 
ier to sell than personal insurance, ard B. Johnson, chairman, department 
because business men are more ready of economics, Southern Methodist uni- 
to spend the business or corporate versity, and director of the division of 
dollar than their personal dollars. advanced studies. 

A “Developing Supervisory Personnel,” 

O’Toole Associates, New York, life in- 

It is sold on the same principles on surance management consultants. 
which personal life insurance is sold, “Compensation and Costs,” B. N. 
that of a solution for the problems of Woodson, president, American Gener- 


the business man. The procedure is ®! Life of Houston. ; 
the same as it is in selling personal Public Relations for a Life Com 


: , : ; pany,” Loflin E. Harwood, director of 
insurance: That is the approach which public relations, Southwestern Life of 
gets attention, arousing interest, in- Dallas and vice-chairman of the com- 
troducing the problem, 


and devel- mittee on public relations research for 
oping the specific problem. 


Life Insurance Advertisers Assn. 
James Mitchell, American General 





Topics and speakers for the third 
annual small company _ conference 
sponsored by SMU Institute, to be 
held Jan. 6-10, 1958, at Adolphus ho- 
tel, Dallas, include: 


“Developing the Agencies,” Eber M. 
Life, Houston, “Rookie of the Year— Spence, vice-president and director of 


1957,” who spoke on “Time To Write @gencies, American United Life. | 
A Million,” opened with the thought ,, Home Office Job Evaluation,” Leon 


mm 
that those who were present in sum W. Ellsworth, secretary, Southweste 


total were paying $700 a minute to 
hear him. 
Mr. Mitchell said that after he at- 


“Agent and Manager Training and 
Education,” C. E. Gaines, direetor of 
SMU Institute. 
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Pick Speakers With 
Contrasting Views 
For ‘Saratoga’ Meet 


ALBAN Y—Nationally prominent 
speakers have accepted invitations to 
address the 1958 “Saratoga meeting” 
of the general agents and managers 
section of New York State Assn. of 
Life Underwriters. It will be held on 
Friday and Saturday, Feb. 14-15, at 
the Gideon Putnam hotel, Saratoga 
Springs. Program chairman is Benja- 
min D. Salinger, general agent in New 
York City for Mutual Benefit Life. 

The theme of the 1958 event will be. 
“We Have Only One Problem—In 
What Direction Is the Agency System 
and the Marketing of Life Insurance 
Headed?” 

The speakers will be Thomas C. 
Morrill, executive vice-president State 
Farm Life; Dudley Dowell, executive 
vice-president New York Life; 
H. Bruce Palmer, president Mutual 
Benefit Life, and Lester O. Schriver, 
managing director National Assn. of 
Life Underwriters. 

“Messrs. Morrill, Dowell and Palmer 
are expected to present rather differ- 
ing points of view on the general di- 
rection in which the marketing of life 
insurance is headed,” Mr. Salinger 
stated. “Mr. Schriver will cover the 
subject from the point of view of the 
field forces of America.” 


Wis. Natl. Ups Discount 
On Advance Premiums 


Wisconsin National Life has _ in- 
creased the interest rate from 242% to 
3% on the discount for life premiums 
paid in advance. ° 

The number of premiums that may 
be paid in advance is 30 years, or the 
premium paying period of the policy, 
whichever is lesser, and the maxi- 
mum discounted value for any one 
policyowner has been increased to 
$35,000. Withdrawal of advance pre- 
miums may be made at any time. 


2,100 Welfare Funds File 


Under New Wisconsin Law 


While in New York attending the 
midyear convention of National Assn. 
of Insurance Commissioners, Paul Ro- 
gan, Wisconsin commissioner, spoke 
at a meeting of the state secretaries 
of National Industrial Council of Na- 
tional Assn. of Manufacturers on wel- 
fare fund regulation in his state. The 
three months given by the new law 
in Wisconsin in which welfare funds 
are to file statements expired Nov. 22 
with 2,100 funds filing. 

Mr. Rogan in his talk emphasized the 
importance of funds being regulated 
by the states and not by the federal 
government. Uniformity of state regu- 
lation is an important essential, he 
said. If the federal government pre- 
empts the states in this field, the 
States will be out, and this would be 
the first step in the government’s tak- 
ing over the regulation of all insur- 
ance, he declared. 


Company Men Are Guests 
Of Wisconsin Nat'l Life 


Wisconsin National Life was host to 
a dinner meeting of Fox Valley In- 
surance Club, composed of officers and 
supervisory employes of Wisconsin life 
companies with home offices in Ap- 
eon, Neenah, Madison and Milwau- 
ee. 
_ A panel discussion on premium bill- 
Ing and pre-authorized checks was 
moderated by Ward Schroeder, Wis- 
consin National, and Wallace Roblee, 
Aid Assn. for Lutherans. Agency, un- 
derwriting and claims were the sub- 
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jects of a movie and talk by H. W. 
Thomasson, Retail Credit Co., Milwau- 
kee, with Ralph Kietzman, Wisconsin 
National Life, as moderator. The third 
section covered investments, with a 
talk by J. F. Baumann, the Milwaukee 
Co., Milwaukee. Rollins Hotaling was 
moderator. 


New Colo. Insurer Will 
Write Dental With A&H 


Articles of incorporation have been 
accepted by Colorado for American 
Dental & Life Ins. Co., with head- 
quarters at Boulder. The company will 
write dental cover in its A&H con- 
tracts. Capitalization is at 300,000 
shares of stock at $1 par value. Di- 
rectors and the advisory board will be 
offered 100,000 shares at $1.50 and the 
public 200,000 shares at $2. 

Incorporators are Robert H. Smith, 
acting president; Dr. John Le Coq, 
Boulder dentist, and Paul Weadick, 
Denver attorney. An advisory board 
of 15 dentists and doctors and four 
more directors in addition to the of- 
ficers will be named. Mr. Smith for 
four yaar has been assistant to the 
executive vice-president of Col 
Credit Life group at Boulder. — 





Big Turnout At N.Y. 


Managers Dinner In 


Honor Of Sackman 


NEW YORK—Members and guests 
of the New York City Life Managers 
Assn. turned out 
in force to honor 
Julius Sackman, 
chief of the New 
York department 
life bureau, who 
this year is mark- 
ing his 35th year 
of service with the 
department. For 
some years the as- 
sociation has been 
making its annual 
dinners, held at 
this time of year, 
the occasion for honoring some highly 
regarded personage in the business. 

Arthur L. Sullivan, Fidelity Mutual, 
president of the managers association, 
introduced Superintendent Holz of 
New York and a number of other 
former superintendents who were 
seated at the speakers table. Mr. 


A. L. Sullivan 


9 


Sullivan also read a telegram of 
felicitations from Gov. Harriman of 
New York. 

Julian S. Myrick, Mutual of New 
York, New York City, the association’s 
first president, presented to Mr. Sack- 
man an inscribed silver tray on behalf 
of the organization. | 

Mr. Holz paid high tribute to Mr. 
Sackman as a wise counsellor, saying 
“I. more than anyone in this room, 
have reason to be grateful” to the 
guest of honor. Mr. Holz recalled his 
own introduction to the department 
and said he was necessarily dependent 
on the bureau chiefs and technicians. 

Mr. Holz lauded Mr. Sackman for 
his experience and judgment—and his 
tact in explaining to a novice superin- 
tendent where and why the newcomer’s 
judgment was off the beam. 


Plan Portland Office Building 

Standard of Oregon is making plans 
for a five-story office building in 
Portland, Ore. Construction of the first 
two stories, which will cost $100,000, 
is scheduled to start early next year 
with three additional stories planned 
for future development. 


























Now --- LNL’s New 
PREFERRED-VALUE POLICY 


its fieldmen. 


The 


Now, the Preferred-Value Policy 
is the newest plan in the LNL man’s 
extensive sales kit. It provides perma- 
nent low-cost protection along with 
unusually high cash values in the early 
years. The cost advantage of Lincoln 
National’s 4-Dimensional premiums 
make this policy doubly attractive for 
Split-Dollar sales. 

Lincoln National’s new Preferred- 
Value Policy is another reason for our 


proud claim that LNL is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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U.S. To Make 12-Year 
Study Of Retirees 


A group of 3,000 newly retired per- 
sons throughout the U.S. will be asked 
to report over the next 12 years on how 
they get along in retirement, accord- 
ing to Secretary Folsom of Health, 
Education, and Welfare. 

Information obtained through a se- 
ries of interviews will be part of a 
long-range study to provide more in- 
formation about the circumstances and 
problems encountered by social secur- 


HeNATIONAL UNDERWRITER 


ity beneficiaries in their later years. 
Questions will cover income and sav- 
ings, housing, health, employment, 
major expenditures and various activ- 
ities of retired persons. Information 
will be obtained on how their situa- 
tions change during retirement and 
the adjustments they make. 

When the study is completed, the 
social security administration expects 
to know how many of those questioned 
have sufficient income from their own 
resources, including old-age and sur- 
vivors insurance; what they do if their 
financial resources become inadequate 


to meet their needs; how their chief 
items of expense change as they get 
older, and what they do if they incur 
catastrophic medical costs. 

Also, how long those who were fi- 
nancially independent at the start of 
their retirement remained so and un- 
der what circumstances they get sup- 
port from their children, public assist- 
ance or some other source; their atti- 
tudes toward their retirement and its 
problems, and the things which they 
think of as their greatest unmet needs 
and how these affect their adjustment 
to old age and retirement. 





imagination .. ingenuity..and income! 





sBAGHRACH: 





The difference between $1,500 and $15,000 of commission 
income is imagination and ingenuity. 

At Berkshire, we say that the role of training is to teach 
skills and techniques and develop these valuable ingredients. 
The role of sales promotion is to provide the tools and moti- 
vation that implement the sales training track and inspire 
this type of creative salesmanship. 


We recognize and heartily endorse all methods of life insur- 
ance selling from the simple policy sale to the complex es- 
tate analysis. We know how the promotional needs of the 
Agent differ from those of the Broker. We view the life 
underwriter as a professional man, and our sales promotion 


is carefully designed to enhance this status, and help pro- 
duce commensurate income. This is our creed. It is, we 
feel, an important reason why today 
Berkshire presents the greatest potential 

for personal growth in the industry! 








ERK SHIRE 
LIFE INSURANCE CoO. 
Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 





PITTSFIELD, MASS. * AMUTUAL COMPANY «¢ 1851 
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AMA To Oppose SS 
Medical Benefits Bill 


American Medical Assn. has tosseq 
in a guantlet of strong opposition to 
any federal legislation which wou 
provide hospitalization and medica 
benefits under the social security pro. 
gram. Such benefits under social se. 
curity have already been proposed yp. 
der terms of a bill introduced by Rep, 
Forand (D-R.I.) in the closing days g 
the recently adjourned session of the 
85th Congress. 

“This proposal is clearly ‘socializey 
medicine’ for a segment of the Amer. 
ican people,” said Dr. David B. Ajj. 
man, president of A.M.A. “The enact. 
ment of this legislation will permit 
the federal government to withdray 
social security taxes on a compulsory 
basis from almost the entire working 
population and use those taxes to re. 
imburse hospitals and physicians for 
services rendered to all persons eligi. 
ble to receive old age and survivors 
benefits.” 

It is estimated that there are ap. 
proximately 12 to 13 million persons 
in these categories. 


The A.M.A. board of trustees has 
appointed a special task force to con- 
duct an intensive research study of the 
health status of the population over the 
age of 65. Commenting on the asso- 
ciation’s stand, Dr. George M. Fister, 
chairman of the committee, said: “The 
pressure for expansion of the social 
security system into the area of health 
and medical care benefits is formida- 
ble. Congressman Forand has ex- 
pressed his gratitude to the AFL-CIO 
for assistance in framing the Dill. 
Many members of Congress will in- 
evitably support such legislation be. 
cause of pressure from their constitu- 
ents, particularly those over 65, who 
will be favorably impressed by the 
immediate benefits to be gained.” 
Survey Finds Group Life Benefit 
Provided At 38 Out Of 49 Colleges 

Group life is provided as a fringe 
benefit at 38 of 49 colleges and uni- 
versities which replied to a question- 
naire sent to 50 such institutions by 
the Columbia University committee on 
the future of the university. 

Group life policies were surpassed 
only by retirement programs on 48 
campuses; salary during disability, 47; 
insured medical benefits, 46; and trav- 
el expenses to meetings, 45. Of the 
38 colleges and universities providing 
group life, 19 also extend it in reduced 
amounts to retired employes. The max- 
imum amount held by an employe 
ranges from $5,000 to $40,000, and 
the minimum from $500 to $10,000. 


PAUL TEMPLE 
AND ASSOCIATES 


INSURANCE ANALYSTS 


Purchase, Re-Insurance 

and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 30 year 

old organization. 


PAUL TEMPLE AND ASSOCIATES 
6355 NORTH CLARK STREET 


CHICAGO 26, ILL. 
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Living Insurance by Equitable 


N.Y. 
The Equitable Life Assurance Society of the U.S, * 393 Seventh Avenue, New York 1 
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Sun Life Of Canada 


The company has made these ap- 
pointments: E. R. Alexander, vice- 
president, finance; J. A. McdAllist- 
er, vice-president, agencies; Lachlin 


Campbell, vice-president and chief ac- 
tuary: W. G. Attridge, director of agen- 
cies; J. S. B. Pemberton, treasurer; ac- 
tuaries Hugh McLeod and J. W. Rit- 
chie, executive officers. 


A. O. Mackay becomes § assistant 
vice-president, mortgages; Dr. D. H. 
Woodhouse, associate medical director; 
W. J. Hulbig, associate general counsel 
and A. G. McCracken, assistant coun- 
sel. 

A. G. Dennis, B. E. Moore and G. P. 
Pim become superintendents of agen- 
cies; F. H. Frizzell, D. E. Hart, and 
L. G. Sowten, assistant superintendents 
of agencies; J. L .B. Heale, associate 














Beneficial 







THOUGHTS 






Life Insurance was originated to protect 


humanity against the financial shocks fam- 


ilies encounter in their march against time. 


Can you think of any business that offers 


a greater opportunity for service and finan- 


cial return than this? 





Small wonder then that so many men of 





high caliber are found in the life insurance 







business. 


Worthwhile thoughts for us in the life 









insurance profession. 


BENEFICIAL LIFE 






is your 





life insurance 







Salt Lake City, Utah 





secretary; G. E. Merritt, assistant sec- 
retary; C. L. Flayell, assistant person- 
nel officer and K. Johnston, assistant 
planning officer. 


Continental Assurance 


Paul C. Green, formerly executive 
assistant, was named superintendent of 
agencies and will 
be in charge of all 
branch office op- 
erations, as well as 
special new agency 
development. Go- 
ing with the com- 
pany in 1948, Mr. 
Green has been a 
group sales repre- 
sentative, agency 
assistant, agency 
secretary, assistant 
superintendent of 
agencies, and ex- 
ecutive assistant. 
A CLU and a grad- 
uate of LIAMA agency management 
school, he is the author of the well 
known booklet, “Split Dollar—Simple 
and Useful.” 

Hugh S. Betts Jr., formerly director 
of career agent program, was also 
named superintendent of agencies and 





Paul Green 





H. S. Betts Jr. 


C. W. Kraemer 


will be in charge of career agency de- 
velopment, as well as all Canadian life 
operations and the company’s salary 
allotment division. Ten years in the 
life insurance business, he went with 
Continental Assurance in 1956. Mr. 
Betts began as a soliciting agent, sub- 
sequently being promoted to unit man- 
ager trainee supervisor, senior super- 
visor, general agent and state manager. 

Charles W. Kraemer, formerly di- 
rector of field services, becomes super- 
intendent of agency administration and 
will be in charge of field services, ad- 
vanced underwriting, the trainee pro- 





eee 
Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Mail this 
Coupon 


Name 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


_ I am interested in your service. Please send further 
information, at no obligation to me. 


(J Agent 
LJ) Gen. Agt. 





today 


Address__ 





City. 











. 


W. P. Bell K. P. Quinn 


gram and all educational and training 
activities. One of the first two men 
to complete the company’s trainee pro- 
gram, he has been with Continental 
since 1949. He was agency assistant and 
assistant superintendent of agencies in 
the Pacific coast department before 
returning to the home office as director 
of field services. He is also a graduate 
of LIAMA’s’ agency ‘management 
courses. 

Named resident superintendents of 
agencies were Kenneth P. Quinn and 
William P. Bell, both formerly assistant 
superintendents of agencies, with head- 
quarters in Cedar Rapids and Dallas, 
respectively. Mr. Quinn will be re- 
sponsible for the supervision and de- 
velopment of agencies in Minnesota, 
North Dakota, South Dakota, Montana, 
Wyoming, Colorado, Nebraska, Kansas, 
and Iowa. Mr. Bell’s territory will be 
in Texas, New Mexico, Oklahoma, 
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Arkansas, and Louisiana. Mr. Quinn 
has been in life insurance more than 
20 years and with Continental since 
1951. He is a former vice-president of 
Cedar Rapids Assn. of Life Under. 
writers. Mr. Bell’s insurance exper. 
ience began in 1946. He went with 
Continental in 1951 as agency super. 
visor. 


Provident Mutual 


C. Sumner Davis, associate manager 
of agencies since 1954, has been electeq 
executive assistant 
to the president, 
He will assist the 
president general- 
ly in all phases of 
executive and ad- 
ministrative mat- 
ters and also act as 
secretary of the 
management plan- 
ning committee 
and will be an ex- 
officio member of 
committees having 
to do with budgets 
and other phases 
of expense con- 





C. Sumner Davis 


Valley Forge Life 


Jerome Gillroy has gone with Valley 
Forge Life of Reading, Pa. as vice- 
president. He will head the service de- 
partment and will be in charge of the 
underwriting, actuarial, statistical, pol- 
icy development and_ policyholders’ 
service department. The company was 
chartered in 1956. Mr. Gillroy entered 
the business with a consulting actuarial 
firm in New York, later becoming as- 
sistant actuary for Equitable Life of 
Washington. Mr. Gillroy has most re- 
cently been with Mount Vernon Life 
as vice-president. 


Home Life, N. Y. 


Howard C. Spencer has resigned as 
vice-president and a director. For six 
months he_ has 
been convalescing 
from a heart ail- 
ment and his res- 
ignation was sub- 
mitted on _ the 
advice of his phy- 
sicians, who felt 
his progress would 
be accelerated by 
relief from _ busi- 
ness_responsibili- 
ties. He will retain 
his current status 
under the total dis- 
ability provisions 
of the company’s 
security benefits program. 

In reluctantly accepting Mr. Spen- 
cer’s resignation, President William P. 
Worthington paid tribute to his “com- 
prehensive knowledge of the life in- 
surance business and his penetrating 
analysis of the problems and projects 
under his direction.” Mr. and Mrs. 
Spencer plan an extended winter va- 
cation in Florida. 





Howard C. Spencer 


Mutual Of New York 


Henry C. Barkhorn Jr. and M. M. 
Packie have been promoted to 2nd 
vice-presidents in the securities in- 
vestment department. James A. Howe, 
director of industrial investments, is 
retiring under the company’s retire- 
ment program. 

Mr. Barkhorn entered the invest- 
ment field with Prudential for 20 years 
before joining Mutual Life last July 
as assistant director of industrial in- 
vestments. Mr. Packie joined Mutual 
in 1928 and has been director of public 
utility and municipal investments since 
1952. 


AMERICAN SECURITY LIFE of 
Fort Wayne—James D. Adams of Co- 
lumbia City, Ind., has been elected 
chairman of the new company which 
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was licensed to operate last March. 
Louis Palumbo, Auburn, has_ been 
named president, succeeding Neil Lynn. 


New England Life 


Germanus E. Perino, controller, will 
retire Jan 1 after 44 years of service. 
Edward T. Byrne, assistant auditor, 
with 47 years of service, also retires on 
that date. Mr. Perino was made auditor 
in 1926 and promoted to controller in 
1956. He and his wife will move to 
Los Angeles. Mr. Byrne for the last 
few years has been in charge of ac- 
counting preparations for the compa- 
ny’s federal and state tax forms. 


Life & Casualty 


Wayman L. Dean, manager of the 
policyholders’ service department since 
1952, has retired _ 
for health reasons 
after 35 years with 
the company. He 
started as an agent 
in Nashville and 
served as district 
manager in several 
cities from 1930 
until he returned 
to Nashville to or- 
ganize the com- 
pany’s first ordin- 
ary agency in 1950. 
He is a past ae 
dent of the Jack- 
sonville Life Un- Weyman lL. Dean 
derwriters Assn., the Jacksonville 
Agency Directors ‘Conference, and the 
Managers & General Agents Assn. of 
Florida. He served two terms as trustee 
of National Assn. of Life Underwriters 
and was chairman of the integration 
and publications committees. He is an 
honorary member of the Florida as- 
sociation. 





First Colony Life 


Meade J. McMillen has been appoint- 
ed First Colony Life’s superintendent 
of agencies, effective during January, 
when he will leave Richmond, where 
he has been general agent for Mutual 
Benefit Life since 1950. He started in 
insurance in Harrisburg, Pa., in 1944 
for Mutual Benefit. He has been presi- 
dent of the Richmond CLU chapter and 
Richmond General Agents & Managers 
Assn, 


Life Of North America 


Clyde A. Johnson has been appointed 
director of group administration. Be- 
fore joining the company he was with 
Pacific Mutual Life as secretary in the 
group insurance division. Prior to that, 
he was in the group department of 
Northwestern National Life. 


Kansas City Life 


Brock D. Holmes has been appointed 
director of public relations. Manager 
of the commercial department of Kan- 
sas City Public Service Co. for eight 
years, Mr. Holmes has had wide expe- 
rience in advertising and publications 
as well as public relations. 


American United Life 


F. Earl Mulcahy has been named 
agency assistant to work on promotion 
and development of A&S sales. He has 
been an insurance field representative 
since 1955. 


Western Life 


Appointment of Robert L. Utne of 
St. Paul as regional vice-president has 
been made by Western Life. He has 
been in life insurance for 19 years. 


Connecticut Mutual Life 


Ward F. Stevens, who joined the 
company in 1923 and has been assist- 
ant secretary since 1947, has been ap- 
pointed secretary. He is a past presi- 
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dent of the Assn. of Insurance Com- 
pany Buyers and is active in Life Of- 
fice Management Assn. 

Douglas A. Blease becomes secretary 
for claims. He has been assistant sec- 
retary since 1946. He is active in In- 
ternational Claim Assn. 


Massachusetts Mutual 


William J. Clark 
has been appointed 
suprintendent of 
agencies. He 
joined the com- 
pany in 1947 in 
Kansas City, go- 
ing to the home of- 
fice in 1950, where 
he advanced to as- 
sistant superin- 
tendent of agen- 
cies. He is a CLU. 





William J. Clark 


State Mutual Life 


Donald W. Campbell, special assist- 
ant to the president, has retired after 
31 years with the company. He was 
treasurer from 1933 until his promo- 
tion to the newly created position of 
special assistant to the president last 


year. He recently completed 214 years 
of service as chairman of the New 
Fngland governors’ committee on pub- 
lic transportation. 

' J. Kedric Thayer 
has been appointed 
assistant director 
of advertising and 
sales promotion. 
Before joining the 
company this 
month he was with 
the advertising de- 
partment of Amer- 
ican Optical Co. 
He will assist Ar- 
thur Sisson, di- 
rector of advertis- 
ing and sales pro- 
motion. 





J. Kedric Thayer 


Continental American Life 


Dr. A. Henry Clagett Jr., heart spe- 
cialist of Wilmington, Del., has been 
appointed medical director. He is chief 
of the cardiovascular section of Wil- 
mington Memorial hospital, clinical as- 
sistant professor of medicine at Phila- 
delphia Women’s Medical College, as- 
sociate in cardiology at the University 
of Pennsylvania graduate school of 
medicine, and he will continue to hold 
these as well as other professional 
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posts. Dr. Clagett is a graduate of 
Hahnemann Medical College. 


AMERICAN STATES LIFE—W. J. 
Cleaver has been named vice president 
and director of life operations, and be- 
comes the first full-time employe of 
the recently formed company. Before 
joining American States, Mr. Cleaver 
was with Peoples Life of Frankfort, 
Ind., Standard Life of Indiana, State 
Life of Indiana, and Lincoln National 
Life. 


NORTHWESTERN LIFE—E. Stan 
Sharpe has been named agency vice- 
president. He was formerly manager 
at Seattle for a Canadian life insur- 
ance company. 


PREFERRED LIFE—Dr. T. Haynes 
Harvill has been elected chairman and 
Elmer Adams executive vice-president 
and director. Largent Parks is retiring 
as president after eight years with the 
company. Mr. Adams was formerly 
with the Texas insurance board and 
has been with the company four years. 
Dr. Harvill, a Dallas physician, has 
served as a director for eight years. 





Underwriters General Agency has 
moved to a new location in Grand 
Rapids, at 67 Barclay NE. 





























gtd tot isa neen a a 





Re, *D, 
“Sz. 


OF HEALTH CARE E'PROTECTION 





Nite 


THE ONE COMPLETE PLAN OF 
HEALTH CARE PROTECTION FOR 
YOUR CLIENT AND HIS FAMILY 


CHATTANOOGA 


1887 — 70th Year —1957 














RENEWAL 
EQUITY 

















HeNATIONAL UNDERWRITER 


NEWS OF LIFE POLICIES 





New Monthly Payment Plan 
At Mutual Benefit Life 


Mutual Benefit Life has introduced 
an automatic monthly payment plan 
designed to permit payment of pre- 
miums on a monthly basis through 
the medium of pre-authorized checks 
to be drawn by the company against 
the policyholder’s regular checking ac- 


count. All forms of policies, annuities 
and extra benefit agreements will be 
eligible for this plan. It will be avail- 
able after Dec. 16 on new policies and 
after Mar. 1, 1958, on policies already 
in force. 

Under the AMP plan there will be 
no billing for premiums. No receipts 
other than the customary first pre- 
mium receipt will be furnished. 


Nw Mutual Extends 
QES, Raises Dividends 


Northwestern Mutual Life has ex- 
tended its quantity earned savings 
plan to all premium paying policies by 
increasing annual dividends on all pol- 
icies written before the QES plan went 
into effect early this year. 

The company has also increased the 
dividend scale for 1958, the sixth con- 
secutive annual boost. These actions 
will mean additional benefits of $9,- 
200,000, for total dividend payments 
to policyholders of $75,900,000 in 1958, 
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a 13.7% increase over 1957. 

Higher interest yields on invest. 
ments and generally favorable mortal- 
ity are responsible for the increase in 
dividends. 


New England Life Sets Up 
Pre-Authorized Check Plan 


New England Life has made the 
pre-authorized check plan available 
for the payment of premiums by its 
policyholders, present and future. The 
check can cover policies on several 
lives as well as several policies on one 
life. 

The minimum check will be $15 and 
automatic checks may be drawn only 
on regular accounts, not on special ace 
counts such as thrift checks and sim- 
ilar plans. All types of policies issued 
by the company will be eligible except 
those on which premiums are paid by 
a corporation or those that are subject 
to collateral assignment. Dividends 
may not be used to reduce the pre- 
mium while the plan is in effect, but 
all other dividend options remain 
available. Commissions for the entire 
first year will be paid to the agent 
when the first pre-authorized check 
has cleared the bank. 

Payments on a specific policy or 
policies may be terminated at any 
time hy the insured, or on 30 days 
notice by the bank or the company. 


Fidelity Mutual Boosts 
Dividend Scale For ‘58 


Fidelity Mutual Life is raising its 
dividend scale for 1958 to a total of 
$4,332,000. This represents an increase 
of 19%, of which 11% is due to the 
increase in the amount of insurance 
in force and longer policy durations 
and 8% to the increase in the scale. 
The higher scale will apply to pre- 
mium-paying policies issued since 
Jan. 1, 1939. In the first and second 
policy years for younger ages there 
will be practically no change in divi- 
dends but at the long durations and 
higher ages the increases will be sub- 
stantial. 

Policies issued before Jan. 1, 1939, 
contain more liberal settlement options 
and will receive no general increase 
over the present scale. 

The distributive rate of interest for 
1958 will be increased from 3% to 
3.15% on dividend accumulations and 
will be continued at 3% on settlement 
options, except where guarantees are 
higher. 


Occidental, California 
Adds Family Plan Rider 


An “extra money clause” and a 
standard premium of $30 per unit are 
among the outstanding provisions of 
the new family life plan rider intro- 
duced by Occidental Life of California. 

The rider, which may be attached 
to old and new term, whole life, or 
endowment policies, provides $1,000 of 
term insurance on the wife and on 
the children between the ages of 15 
days and 19 years. Automatic cover- 
age, at no increase in premium, is 
provided for children born or adopted 
after the date of application, when 
they become 15 days old 

The extra money clause, in the event 
of the wife’s death during the life- 
time of the husband, provides pay- 
ments of $50 a month to the husband 
for the balance of an income period. 
Duration of the income period is de- 
termined by the age of the wife at the 
time of issue. The rider is available 
in units of $1,000, $2,000, and $3,000, 
providing $50, $100 or $150 of the 
monthly income benefits. 

A flat premium of $30 annually will 
be charged for the rider, and upon the 
death of the husband, the rider im- 
mediately becomes a paid-up term pol- 


(CONTINUED ON PAGE 31) 
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If the incredible rate of change and 
growth create problems in planning, 


procedures, coor- 
dination and com- 
munication, then 


Life Office Man- 
agement Assn. 
must be on the 
threshold of its 
greatest activity 
and usefulness to 
the life insurance 
industry, said J. 
Howard Ditman, 
vice-president and 
comptroller of 
New York Life, at 
the meeting of Society of LOMA 
Graduates in New York. He is past 
president of LOMA. 

If LOMA will prepare itself to meet 
the increasingly heavy demands upon 
it, it must vigorously take the initiative 
for its own future growth, Mr. Ditman 
said. The association, secure in the 
confidence that what it does for the 
industry is important beyond question, 
is now ready to spread the good word 
and open its door as never before. It 
must be more aggressive about letting 
the industry know what it is doing and 
what it would like to do. 





J. Howard Ditman 


Mr. Ditman said one way of further- 
ing the objective of cooperation might 
be to encourage a freer flow of inform- 
ation within member companies them- 
selves. This is sure to create the proper 
climate for cooperative discussion at 
all levels. LOMA is the natural meeting 
place for insurance specialists and its 
meetings are the natural forum for 
exchange of ideas. 

Fellows of LOMA Institute know that 
they have a responsibility for further- 
ing its activities and broadening them, 
Mr. Ditman said. A good way to begin 
is by supporting and strengthening 
Society of LOMA Graduates, which 
was founded to work for further 
growth and development of its 
members. 

Mr. Ditman called upon society 
members to conduct a membership 
campaign. Similar alumni _ groups 
might well be started in other life 
insurance centers and elsewhere, he 
said. 

Society members might want to 
participate more directly in LOMA 
activities by volunteering to teach 
institute courses. This is a good means 
of self-development because it offers 
a public speaking opportunity and 
a chance to integrate life insurance 
knowledge and present it interestingly 
and usefully. The institute’s educa- 
tional council will make its research 
Studies available. 


Society members, for their own 
sakes, should be encouraging fellow 
workers to participate in the institute 
program. By encouraging others to 
improve their life insurance education, 
the industry’s public relations is im- 
proved. When a new employe is en- 
couraged to enroll, the LOMA member 
is helping him learn more about life 
Insurance and at the same time smooth- 
ing his own path because the effect will 
be to increase the number of co-work- 
ers who have been formed by the same 
valuable disciplines. 

Perhaps company incentive plans 
could be strengthened, thereby in- 
creasing participation in the institute 
program, Mr. Ditman suggested. LOMA 
offers research facilities to member 
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Urges LOMA To Move More Aggressively 
To Make Most Of Expansion Challenge 


companies and individuals to help them 
in their work and stimulate their 
thinking. 

The long-range aspect of life insur- 
ance creates a constant need for a 
developing succession of able man- 
agers. No one believes that a better job 
is guaranteed just because a person 
takes LOMA Institute examinations. 
But they do offer the advantage of 
a broad knowledge of the field, ap- 
propriate to top level management. 
However, the graduate who makes the 
greatest progress in the future will be 
the one who has remembered how to 
be practical. The aim of the institute’s 
studies is to keep abreast of the latest 
ideas so they may be put into practice 
in daily work. 


Ind. Department Appoints 


Duduit Chief Examiner 


James E. Duduit has been named 
chief examiner of the Indiana depart- 
ment, succeeding Clyde Ingle. Mr. Du- 
duit has been senior examiner for two 
years and prior to that had been with 
the Ohio department for 15 years. Mr. 
Ingle, who had been with the Indiana 
department for 12 years, has resigned 
to become secretary-treasurer of an 
Indianapolis mortgage company. 


Foreign Executives Visit Hancock 


John Hancock was host to 15 finan- 
cial and industrial executives from the 
Middle East, South Asia, Africa and 
Latin America during a 6-week Ameri- 
can tour sponsored by the International 
Cooperation Administration. They are 
studying how undeveloped areas might 
benefit from a better understanding of 
the formation and flow of capital here. 
Hancock executives discussed invest- 
ment policies and electronic data pro- 
cessing and led the visitors on a tour of 
the new Univac II installation. 
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Significance Of The ‘True’ Survey 


True magazine’s “survey in depth” 
of family attitudes toward life insur- 
ance and the life agent is sure to stir 
up a lot of comment in the life in- 
surance business. Those who don’t 
like the results will ask indignantly 
how even so well known and highly 
respected a research firm as Daniel 
Starch, which conducted the survey, 
can deduce anything worth knowing 
from talking with only 104 families. 
Others, more familiar with the “sur- 
vey in depth” technique, say that a 
great deal can be learned from a small 
sample, provided it is selected accord- 
ing to methods of research known to 
minimize distortion. 

The study will be discussed by the 
public, too, for Sylvia Porter, whose 
financial advice column is syndicated 
in some 140 newspapers, recently made 
the report the subject of a column. 
Unfortunately, Miss Porter, though one 
of the best friends that life insurance 
has among the columnists, played up 
one aspect of the Starch report and 
seems to have been more alarmed by 
it than was warranted by the contents 
of the report. This is the hidden “hos- 
tility” which interviewers found to be 
a feeling of husbands toward agents in 
general. But the report, as readers can 
learn for themselves by reading the 
excerpts elsewhere in this issue, also 
made it plain that the typical husband 
makes a definite exception for “his” 
agent. 

This attitude of suspicion and dis- 
trust would doubtless be found toward 
many other classes of persons with 
whom families do business—with the 


same exceptions for the individual 
who is “our” doctor, “our” lawyer, 
“our”? automobile mechanic. Many a 


man feels that doctors, as a class, are 
pretty good at fee-charging and some- 
times a little weak on diagnosis, but 
“our” doctor is the best in the county 
and though his charges may at times 
seem a little stiff, why, what the hell, 
a good doctor is entitled to his fee. 

The general attitude toward law- 
yers is undoubtedly even more fraught 
with suspicion—except for “our” law- 
yer. And when it comes to auto mech- 
anics, distrust even more pro- 
nounced, but still “this fellow’s been 
doing my work for years and he really 
knows his business.” 

It could almost be stated as a rule 
that the more abstruse the calling, the 
more suspicious the customer but also 
the greater his compulsion to believe 
that he has found the exception in 
whose ability and integrity he can put 
complete trust. 

It must be remembered also that this 
hostility toward the agent was not ex- 
pressed as an opinion but was brought 
by means of “projective” pictures. By 
telling what he thinks is going on in 
the picture the interviewee gives pret- 
ty accurate insight into what he him- 
self thinks. 

But when you get to digging around 
in the unspoken thoughts of men and 


is 


women you come up with some rather 
surprising stuff. Concealed fears and 
hostilities are unfortunately fairly pre- 
valent. Men may hate and fear their 
parents, their wives, or their business 
associates but keep these feelings 
carefully concealed. The men who 
hate and fear life agents as a class 
undoubtedly hate and fear a lot of oth- 
er people. But it hardly deserves more 
serious consideration that the child’s 
Freudian death wish against a parent. 
What goes on in people’s fantasies 
must be evaluated in an entirely dif- 
ferent way from thoughts that are go- 
ing to be put into practice. 

What seems significant is that the 
typical middle-income husband, ac- 
cording to the survey, does regard 
“his” agent as a friend, even though 
the friendship may be built up by the 
husband rather more than by the 
agent. The husband has a real need to 
consider that he and the agent are 
friends because he feels this means 
that the agent will not high-pressure 
his “friend” nor will he show up the 
husband’s life insurance ignorance in 
front of Mrs. Prospect. 

This finding of the survey supports 
all that has been said about the ad- 
visability of building up a good per- 
sonal relationship with prospects and 
clients, including getting on a basis of 
mutual trust and respect before push- 
ing too hard for the sale. It confirms 
the value of referred leads—if the 
agent is recommended by a friend, he 
is much more likely to be accepted as 
a friend by the new prospects. It al- 
so points up dramatically the trem- 
endous waste when an agent, having 
sold a prospect once, fails to maintain 
his “in” and lets some other agent get 
the later sales. 

The higher in the income scale the 
buyer is, the more he tends to look 
upon the agent as a business man 
rather than a friend, according to the 
survey, but there is still a merging of 
attitudes of the higher and the middle 
income categories. Possibly the higher- 
income buyer tends to look more for 
evidence that the business-man agent 
knows his business. But the element of 
friendship is never entirely lacking as 
a factor in the agent’s favor, we can 
be pretty sure. 

None of this is to say that the exis- 
tence of fear and hostility on the buy- 
er’s part toward agents in general 
should be underestimated or ignored. 
If further studies confirm the Starch 
findings, it is a situation that will 
need intelligent and effective work on 
the part of the life insurance business. 
—R. B. M. 





The Philadelphia Insurance Tele- 
phone Directory has just been pub- 
lished by the National Underwriter 
Co. In it are the names, addresses 
and telephone numbers of persons ac- 
tive in Philadelphia insurance. Copies 
may be obtained for $1 each from the 
National Underwriter Co., 420 East 
Fourth street, Cincinnati 2, Ohio. 


E. A. Ellis, Pacific Mutual Life gen. 
eral agent at San Francisco, is the sub. 
ject of a “profile of an executive” 
series published by Lindsay Arthur, 
financial editor of San Francisco Call. 
Bulletin. Mr. Ellis, who took over the 
San Francisco agency in 1953, estimates 
the agency’s 1957 production will top 
the $55 million mark set last year by 
10 to 15%. 


Dr. R. Gerald McMurtry, director of 
the Lincoln National Life Foundation, 
has been appointed by President 
Eisenhower to a 28-member Lincoln 
Sesquicentennial commission for com. 
memoration of the 150th anniversary 
of Lincoln’s birth. 


W. D. Grant, executive vice-presi- 
dent of Business Men’s Assurance, 
has been elected a director of Kansas 
City chamber of commerce for a three 
year term. Mr. Grant, son of the late 
W. T. Grant, B.M.A. founder, has been 
with the company since 1941. 


J. Peter Devine, general agent of 
Occidental Life of California, has been 
named chairman of the 1958 conven- 
tions committee of St. Paul Chamber 
of Commerce. 


J. C. Higdon, president of Business 
Men’s Assurance, was elected presi- 
dent of the board of trustees of Park 
College, Parkville, Mo. 


Dr. Norvin C. Kiefer, chief medical 
director of Equitable Society, has 
been elected to a second term as presi- 
dent of Greater New York Safety 
Council. Dr. George M. Wheatley, 3rd 
vice-president of Metropolitan Life, 
was elected a vice-president of the 
council with responsibility for the 
home field of activities. 


Howard Holderness, president of 
Jefferson Standard Life, has_ been 
elected a director of Burlington In- 
dustries, which includes a number of 
well known textile firms. 


Elizabeth C. Stevens, secretary and 
treasurer of LIAMA since 1945, was 
feted at a staff reception in Hartford 
and received gifts from friends and 
associates in observance of her 35th 
anniversary with the organization. 
Shortly after John M. Holcombe Jr. 
founded the Sales Research Bureau ai 
Pittsburgh 35 years ago, he hired Miss 
Stevens, who had been with him at 
Phoenix Mutual. Moving with the bu- 
reau to New York City and then Hart- 
ford, she served as office manager until 
1945, when LIAMA was established 
through the merger of the bureau and 
Assn. of Life Agency Offfi¢ers. 


DEATHS 


EMIL JOHN SWENSSON, 28, of Na- 
tional Life of Vermont’s Stoessel agen- 
cy, Los Angeles, died there after a long 
illness. 


ERVIN J. MURPHY, 57, associate 
general agent and brokerage manager 
for T. A. Gallagher & Associates gen- 
eral agency of Prudential, St. Louis, 
died at St. Mary’s hospital there. He 
began in insurance about 30 years ag0 
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with State Mutual Life, four years 
later going with Prudential. He was 
a member of Prudential Old Guards. 


WILLIAM J. COEL, 49, district 
manager for Metropolitan at Superior, 
Wis., since 1949, died after a long 
illness. He was with the company for 
24 years in Neenah, Eau Claire and 
Superior, Wis., St. Cloud and Minne- 
apolis, Minn., and also served with 
the home office training division for 
a time. 


DONALD D. WILCOX, 73, a retired 
lawyer of Metropolitan Life, died at 
White Plains, N. Y., hospital after a 
prief illness. 


WILLIAM L. JENNINGS, former 
president of Southern United Life of 
Montgomery, Ala., died in an automo- 
bile accident. 





More Danger Of Inflation 
Than Deflation: P. F. Clark 


In spite of recent symptoms of a de- 
flationary trend, the danger of infla- 
tion is probably greater than the dan- 
ger of deflation, according to Chairman 
Paul F. Clark of John Hancock. 

Addressing the annual alumni dinner 
of Boston college of business adminis- 
tration, Mr. Clark said rapid techno- 
logical advances are creating new in- 
vestment opportunities and new de- 
mands for credit; population probably 
will continue to grow at its high post- 
war rate, with a continued demand for 
housing, school, and colleges; research 
and development are bringing new and 
improved consumer goods into the 
market all the time, which continue to 
stimulate buying on credit; defense 
spending seems unlikely to fall and 
might have to rise, meaning taxes will 
remain high and it will be difficult for 
individuals and corporations to save a 
larger fraction of their incomes. 

The Dallas-Houston Insurance Tel- 
ephone Directory has just been pub- 
lished by the National Underwriter 
Co. Copies may be obtained for $1 
each from the National Underwriter 
Co., 420 East Fourth street, Cincinnati 
2, Ohio. 





New Handbook Published 


For Massachusetts 


A new “Underwriters handbook 
for Massachusetts” has just been 
published by the National Under- 
writer company. The Massachhu- 
setts handbook, together with a 
recently published handbook of 
Connecticut and Rhode Island, and 
a third new handbook to cover 
Maine, New Hampshire and Ver- 
mont, replace the formerly pub- 
lished “Standard Insurance Direc- 
tory of New England,” which has 
been discontinued. 

The new Massachusetts handbook 
provides comprehensive and up- 
to-date information on companies, 
agencies with the companies they 
represent, brokers, field men, gen- 
eral agents, managers, town classi- 
fications, groups, boards, bureaus, 
and other organizations affiliated 
with insurance throughout Massa- 
chusetts, all arranged in conven- 
ient easy-to-use form. 

Copies of the new Massachusetts 
as well as the new Connecticut- 
Rhode Island handbooks are avail- 
able for immediate delivery. Either 
of these, or the forthcoming Maine- 
New Hampshire-Vermont handbook, 
each of which sells at $12.50 per 
copy, may be ordered from the Na- 
tional Underwriter Company at 
420 East Fourth street, Cincinnati 
2, Ohio. 
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IAAHU Membership 
Plan Highly Fruitful 


International Assn. of Accident & 
Health Underwriters at a recent board 
meeting in New York heard a key re- 
port by Ohio zone chairman John For- 
rest, Mutual of Omaha, noting the 
success of the Ohio membership de- 
velopment experiment. In_ three 
months, membership developer Wil- 
liam Steiger marked up 170 new mem- 
bers in the new Akron, Canton and 
Youngstown A&H associations. 

Chartering formalities were con- 
ducted by Bruce Gifford, managing 
director and Mr. Forrest. John Lam- 
bert, Mutual of Omaha, a past IAAHU 
president, was the featured speaker at 
the charter meetings. Mr. Steiger will 
continue to work on development of a 
new association in Dayton and in 
building up the Cincinnati and Toledo 
associations. 


When the Ohio project is completed, 
similar build-ups are planned in the 
neighboring’ states. Vice-president 
Gail Shoup disclosed a general mem- 
bership program for all other areas 
centered in the formation of strong 
committees at local level utilizing key 
men from life, industrial, group, and 
combination fields. Each association 
will be asked to help establish an as- 
sociation in a neighboring area. New 
associations are slated in Wisconsin, 
Montana and New York City. 

A committee headed by New Jersey 
zone chairman George Lehman and 
Thorn Mock, both of National Accident 
& Health, is designed to bring IAAHU 
to attention of field management forc- 
es of industrial-writing A&H compa- 
nies. IAAHU chairman E. J. Coffey, 
Mutual of Omaha, will head a study of 
A&H legislation, beginning wih con- 
tacting insurance commissions to find 
out the status of current laws. The 
board will then decide whether to de- 
velop a model A&H licensing code. 
Indications are that uniform model 
board will be welcomed by the indus- 
try. 

President Bennett reported on the 
new inner-association liaison commit- 
tee through which the IAAHU will 
collaborate with Health Insurance In- 
stitute to implement an over-all pub- 


STOCKS 


By H. W. Cornelius Bacon, Whipple & Co. 













135 S. LaSalle St., Chicago, Dec. 10, 1957 
Current 
Bid Asked 
PR I ca taicccrnhaniiliiensncin tails 183 187 
Beneficial Standard. ..............0...... 1334 1412 
Business Men’s Assurance ........ 60 63 
Cal.-Western States 20.00.00. 80 82 
Columbian National .. 66 69 
Commonwealth Life .. 25 26 
Connecticut General .. 250 254 
Continental Assurance ................ 100 103 
ORIN TDI cacccceccseessnesesessvccscvccscse 5812 60 
Great Southern Life ........0000... 72 75 


Gulf Life 23 24 





Jefferson Standard... 712 73 
Kansas City Life .........ccceeeeeeee 1055 1075 
Liberty National Life .................. 28% 30 
Life & Casualty .0...........ccceceseeee 17% 18 
Life of Virginia 00.0.0... 100 103 
Lincoln National Life ................ 181 185 
National L. & A, «uu... 91 93 
North American, II. 18% 19% 


N. W. National Life ......... =. ae 80 











Ohio State Life 0... 255 270 
Old Line Life ............... 42 46 
Republic Natl. Life ... 35 37 
Southland Life ............... 69 73 
Southwestern Life «0.0.0.0... 93 99 
Travelers 75 71612 
United, III. 1912 20% 
U. S. Life 26% 2734 
West Coast Life 0... eee 39 41 
Wisconsin National Life ............ 61 65 


lic relations program. Also, several 
procedural changes in the promotion 
and handling of Leading Producers 
Round Table awards will be made, 
with the aim of increasing the number 
of qualifiers and earlier disclosure 
of award winners. 

Within the next few weeks the 
speaker’s bureau now listing nearly 
200 names will be made available to 
tne local and state associations along 


\7 


with a summary of legislative devel- 
opments during the past sessions in 
the various states. 

A DITC tuition reduction was ap- 
proved from $50 to $40. The instructor 
w 'L receive $100 instead of $150. 

Louis Medill, Continental Casualty, 
New York City, was named to the 
board and Web Hurley, North Caro- 

i zone chairman, Bankers Life & 
Casualty, has relocated to Philadel- 
phia and will represent that area. 
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Professional 
Overhead 


Coverage 





Guardian is adding to its complete 
line of quality A & H coverages a new 


PROFESSIONAL OVERHEAD 
DISABILITY POLICY 


(Now available in most states) 


@ providing first-day benefits on 
disabilities lasting thirty days or more 


@ low gross premiums 


Example: Doctor in independent practice — age 40 
$500 a month protection. Annual Premium — $112.00 


Call your Guardian manager for complete information, or write 
The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 
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FIELD CHANGES 





John Hancock 


Ernest J. Wolcott has been appointed 
manager of a new group office at Nor- 
folk at 365 New Monroe building. He 
has been with the group department 
since 1950 and has served as a home 
office representative in Boston and 
Syracuse as well as undergoing a 
training period of about a year at the 
home office. 


Travelers 


Carl Arnett, assistant manager at 
Birmingham, goes to Mobile in the 
same capacity. Ray C. Seitz, Robert B. 
Estes, and Walter S. Samuelson, have 
been appointed field supervisors at 
Miami, Philadelphia, and Omaha re- 
spectively. Appointed agency service 
representatives are Leonard E. Tingle, 
San Antonio; R. G. Ingersoll, Oakland; 


M. E. Bertram, Winnipeg; R. E. Miller, 
Toledo; J. S. Faulkner, Washington 
D. C.; and R. R. Johnson, New York 
City. R. M. Chesler Jr., agency service 
representative at Los Angeles, goes to 
Beverly Hills in the same capacity. 


Acacia Mutual 


Edgar Gallagher, who has been an 
agent for five years, has been appoint- 
ed manager at Johnstown, Pa., suc- 
ceeding Lowell Berkebile, who died 
earlier this year. Mr. Gallagher is a 
past president of the Johnstown Life 
Underwriters Assn. 





QUALIFY FOR OUR MEXICAN CONVENTION IN MARCH 1999 


Sell the new 


EXECUTIVE 
Incentive Policy 


% Pays the Face Amount PLUS the Cash Value if death occurs prior to Age 65. 
*% Policy Loans do not reduce the Face Amount in the event of death. 
* The perfect answer to the "buy term & invest the difference” buyer. 
% Premiums reduce at Age 65 but Face Amount remains unchanged. 


* The ideal policy for Split-Dollar sales; the beneficiary has 
a level amount of insurance to Age 65. 


* Liberal commissions. 





AGE 35—$l 


Automatic Waiver of Premium 


Premium before Age 65—$251.60; After Age 65—$209.10 


0,000 


Feature included in rate. 








Year Death Benefit Cash Value Paid Up Value 
ay $10,180 $ 180 $ 380 
3 10,390 390 810 
5 10,840 840 1,680 
10 11,960 1,960 3,560 
15 13,090 3,090 5,140 
20 14,130 4,130 6,320 








CENTRAL STANDARD LIFE 
Granded (9005 2> INSURANCE COMPANY 


211 West Wacker Drive, Chicago 6, Ill. 


Ask your local Central Standard 
General Agent about this plan. If there 
is no General Agent in your territory, 
and if you have successful sales experi- 
ence and want a General Agency of 
your own to sell this Executive Incen- 
tive Policy and other competitive 
Central Standard policies, write 


NORMAN T. CARSON 
Executive Vice President 
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Mutual Benefit H.&A. 


William N. Thurman has been ap. 
pointed general agent at Atlanta, ef. 
fective Jan. 1. He 
will take over the 
general agency 
headed by Robert 
L. Foreman, who 
is retiring after 37 
years with the 
company, though 
continuing with 
the agency to serve 
his personal cli- 
ents. Mr. Thurman 
joined Mutual 
Benefit in 1941 at 
Atlanta and has 
been associate 
general agent 
there since 1955. He is a life member of 
the Million Dollar Round Table and of 
Mutual Benefit’s National Associates, 
a group of the company’s 25 leading 
representatives. He is a former dj- 
rector of the Atlanta Estate Planning 
Council. 





William N. Thurman 


Guardian Life 


The Grogan agency has been formed 
as successor to the New York City 
agency managed by the late J. Elton 
Bragg. It will merge with the New 
York agency managed by Channing 
Davis. Principals will be Thomas B, 





Barry H. Grogan 


Thomas B. Grogan 


Grogan and Barry H. Grogan, man- 
agers, and Mr. Davis, associate man- 
ager. 

Until saisfactory quarters are found 
in mid-town area the agency will be 
in Guardian’s home office building at 
50 Union square, and Mr. Davis will 
maintain a downtown branch at 165 
Broadway. 

Thomas Grogan entered life insur- 
ance with Home Life in 1946, joined 
Guardian as an assistant agency di- 
rector in 1955 and became agency di- 
rector for the metropolitan New York 
area in 1956. Barry Grogan entered 
insurance in 1948, also with Home 
Life, and has been a brokerage man- 
ager for that company in New York. 
Mr. Davis has been in the insurance 
business since 1932 and since 1945 be- 
came assistant manager in charge of 
the downtown office of the Bragg 
agency. 


Protective Life 


The following general agents have 
been appointed by the company: 

Harry A. Reese, Winter Haven, Fla., 
formerly with Gulf Life for five years. 

Joseph V. Caruso, Orlando, Fla. most 
recently with Prudential, also with 
Metropolitan Life and Mutual Benefit 
Life, as well as having been a former 
U.S. Treasury agent. 

Nathaniel W. Polak, Tallahassee, 
formerly with New York Life. 

William J. Latham, Jesup, Ga., in 
the insurance business for 13 years, 
and operating his own general insur- 
ance agency in Jesup for the past year. 

C. Rehan Winter, Charleston, W. Va., 
with Prudential in Charleston for the 
past year and before that with She- 
nandoah Life. 

Harry M. Ferguson, Meridian, Miss., 
formerly a Massachusetts Mutual Life 
agent. 

V. M. Coppedge Jr., Dallas, who has 
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peen operating his own general insur- 
ance agency there for three years. 

Robert J. Brickell, Little Rock, an 
agent with Equitable Society there for 
eight years. , ; 

George Zavadil, Baltimore, 10 years 
in the business with New York Life 
and Continental American. He is a 


U. 
, C. Maxey, Roanoke, former 
prudential representative. 


Life Of Georgia 


Alvin H. Jones has been promoted io 
division manager for North Carolina 
in a territorial re- 


alignment de- 
signed to. stand- 
ardize divisional 


operations. He was 
formerly a district 
manager at Green- 
ville, S. C. He 
started with the 
company in 1937 
at Gaffney, S.C., 
and is a past pres- 
ident of South 
Carolina Assn. of 
Life Underwriters. 
He was placed in 
charge of North 
Carolina when W. G. Morrison, who 
had headed that territory for five years 
was transferred to South Carolina, 
when the three South Carolina divi- 
sions were merged into one. Mr. Mor- 
rison, who joined Life of Georgia in 
Atlanta in 1936, is a past president of 
North Carolina Life Underwriters 
Assn. Elsewhere, the company con- 
solidated southern Georgia and north- 
ern Florida management areas into 
one division and merged its western 
Tennessee area and Arkansas into one 
division, the effect being to establish 
three divisions in each of the four 
territorial zones supervised by home 
office directors of agencies. 


A. H. Jones 


Continental Assurance 


The Bennett agency of St. Peters- 
burg, Fla., has been appointed general 
agent by Continental Assurance. Agen- 
cy principals Gene Bennett and James 
M. Newton have been agents since 
1930 and 1936, respectively. Les J. 
Ullensvang, formerly general agent at 
Amboy, Ill., of Country Life, is life 
department manager. 


Home Life Of N. Y. 


George J. Sie- 
burg Jr. has been 
appointed manager 
at Charlotte, N. C. 
He started with 
Home Life’s agen- 
cy there in 1955 
after having been 
regional’ sales 
manager for a 
national marketing 
concern. He has 
been assistant 
manager’ since 
January. 


G. J. Sieburg Jr. 


Republic National Life 


Bruce Doster has been named branch 
manager at Fort Worth and Leonard 
B. Ulinger at Phoenix. Mr. Doster 
Joined Republic National Life in 1954 
as representative in Altus, Okla., and 
later was named unit manager. Mr. 
Ulinger, replacing the late Larry R. 
Cardwell, joined the Phoenix branch 
office last September as Mr. Cardwell’s 
assistant. 


Connecticut Mutual 


Robert O. Segal, who has been for 
some years with the Marks agency of 
New England Life at New York, has 
been appointed as consultant in the 
training and development of agents in 
the David B. Fluegelman agency of 
Connecticut Mutual Life at New York. 
He is undertaking this work in addition 
to his personal business. He is a life 
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and qualifying member of the Million 
Dollar Round Table. He started in life 
insurance with John Hancock in 1937. 


Occidental Of California 


James E. Rourke has been named 
general agent of a new general agency 
at Springfield, Il]. He is joining Occi- 
dental after eight years in insurance. 





J. J. Lafferty Jr. 


James E. Rourke 


He previously was a special agent with 
Massachusetts Mutual and a district 
supervisor of Business Men’s Assur- 
ance in Springfield. 

Appointed general agent of a new 
agency at Wilmington, Del., is Jacob 
J. Lafferty Jr. He is joining the com- 
pany after eight years in insurance. 

Mac E. Snyder has been appointed 
manager of a new branch office at 
Toledo. Prior to joining the company, 
he had been an agent and district man- 
ager of Equitable Society. In another 
branch office appointment, James N. 
Sarakatsannis has been named man- 
ager at Cincinnati. He previously had 
been an agent and supervisor there for 
Provident Mutual. 


Washington National 


Edward F. Farrell 
has been appointed 
general agent in 
Jacksonville, Fla., 
with offices at 118 
West Adams street. 
He was an agent 
and supervisor at 
Jacksonville for a 
southern company 
for five years and 
later was with 
another company 
as general agent. 
He is an LUTC 
graduate. E. F. 





Farrell 


Aetna Life 


Mannie Pine, with Continental 
American Life for two years and pre- 
viously with Home Life of New York 
for a year, has been appointed a super- 
visor of the Bikoff agency of Aetna 
Life at New York. 


Prudential 


Gerald Wilson has been advanced to 
staff manager to supervise life, group 
and A&S of the Wilcox district agency 
at Indianapolis. He previously was an 
agent there. 


Manhattan Life 


Melvin M. Gor- 
don has been ap- 
pointed general 
agent in Worces- 
ter, with offices 
at 20 Pearl street. 
He started in life 
insurance in 1951 
with Equitable So- 
ciety. Later he was 
brokerage manag- 
er for Continental 
Assurance in Bos- 


>, 


MOM. Gordon ton. 
SECURITY LIFE & ACCIDENT— 
Roy J. McGee Jr. has been appointed 


general agent at Modesto, Cal. He has 
been in insurance since 1953. 
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“THE MEN WITH THE GUARANTEE 


Setting the Pace! 


The Men with The Guarantee are setting a dynamic 
sales pace in the insurance industry. 


Their outstanding success is measured by sales that 
are over 40% ahead of last year, which has pushed insur- 
ance in force to more than $420,000,000 and assets in 
excess of $100,000,000. 


Career opportunities with The Guarantee offer: 


e Agency-minded home office 
support 


UU) 


Guarantee 


MUTUAL LIFE COMPANY 





© Outstanding field training 
programs 


© Attractive sales packages 
that make closing sales easy 


© A complete line of personal 
Protection to sell 


© Two new financing programs OMAHA, NEBRASKA 


ANU LUUULUUUU ULLAL LULA 
RALPH E. KIPLINGER, 


President 


Excellent pension plan 


= 
= 
= 
R 


© Famous liberal 5-Star 
Contract 


J. D. ANDERSON 
Agency Vice President 
1805 Douglas Street, Omaha 2, Nebr. 


For further details of the Dynamic Guar- 
antee Sales Program, write directly to: 


LIFE - ACCIDENT - SICKNESS » HOSPITALIZATION 
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FeNATIONAL UNDERWRITER. 


1957 Sales To Reach $662 Billion: Holland 


(CONTINUED FROM PAGE 1!) 


ments to policyholders and beneficiar- 
ies will reach a new high of $8.7 bil- 
lion. Of this amount, about $6.7 billion 
will be from life insurance and an- 
nuity policies and about $4 billion of 
this will be paid to living policyhold- 
ers. The remaining $2.7 billion will 
be claims paid to beneficiaries. A&S 
benefits paid by life companies will 
total more than $2 billion for the year. 

Mr. Helland stressed the point that 
in no other industry is the reputation 
and stability of individual companies 
so closely tied in with the public re- 
lations of the industry as a whole. 

“The failure of any company to per- 
form its services well or to meet its 
obligations promptly affects all mem- 
bers of the industry,” he said. “I sus- 
pect that the public is inclined to 
think of the life insurance business 
as a general institution and pay less 
attention to the merits of individual 
companies than some of us would like 
to believe they do. 

“In recent years our business has 


experienced a rapid growth. Our pride 
of accomplishment has sometimes 
led us to tell the public the story of 
cur success in rather glowing terms. 
It is a good story. Nevertheless, in 
some respects we may have painted 
a picture without proper perspective. 

“As the public looks at this picture, 
the accumulation of assets often ap- 
pears to hold a position of central at- 
tention. As a result, it is little wonder 
that the public sometimes draws the 
conclusion that life insurance compa- 
nies are very wealthy institutions 
which are syphoning off a large part 
of the wealth of our country. In prop- 
cr perspective, the picture would show 
the large number and special nature 
of the obligations assumed by the 
companies as the central theme, with 
the assets as a supporting, although an 
essential, detail. Thus, assets would ap- 
pear in their true light, as_ being, 
by and large, not what the companies 
own, but what they owe. 

“Again, we have sometimes painted 








OPPORTUNITY 
SHREVEPORT Cs 





FOR THE MAN READY FOR 


General Agent Qualification 


In prosperous Shreveport, National Reserve Life has cur- 
rently available an excellent opportunity for the man ready for 


General Agent achievement and responsibility. 


Our Company, now well above the Two Hundred Million 
Dollar mark of Insurance in Force—is conducting a vigorous 
expansion program throughout our entire operating territory 


ranging from California to Florida. 


Don’t delay—write today for detailed information. All cor- 


respondence in strict confidence. 


H. O. 


S. H. WITMER...... Chm. of the Board 






NATIONAL RESERVE 
— Gas aiNe ye mae), Wha — 


SIOUX FALLS 


TOPEKA 








CHAPMAN...... President 





the picture a little differently, with 
a perspective even more _ distorted. 
Here the central theme has been the 
amount of insurance in force, as if 
ihis represented sums of money in 
the till. Within the industry we know 
that this only represents long-term 
obligations which companies will be 
called upon to meet in the future if 
the policy owners will provide the 
necessary accumulations over many 
years to come. 

“We are becoming increasingly 
aware of these distortions when 
viewed from outside our business. 
Steps are being taken to correct them. 
It may be a long process and we have 
begun none too soon. 

“The facts are that the life insur- 
ance reserves held by all of the United 
States life insurance companies equal 
less than three months of the national 
income. Even the total amount of life 
insurance in force, for which reserve 
accumulations must be made for many 
years in the future, equals only a little 
over one year’s national income. This 
is obviously short of the real needs of 
the public. We have the reputation 
for cultivating our market with great 
persistence. However, it is obvious 
that we are further from satisfying 
the actual needs of our population in 
the field of life insurance protection 
than is the case of those industries 
that provide tangible goods.” 

Mr. Holland emphasized 
management of a_ business 


that no 
of itself 
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controls what it will produce or hoy 
the product will be marketed. 

“We, as managers of the life insur. 
ance business, are not the sole judge; 
cf what we will provide for the pup. 
lic,” he said. “The insuring public j 
in control of that. Our job is to find oy 
what is needed and how it can bp 
soundly provided. Also, it is just as 
important that this fact should not be 
overlooked by legislative bodies anq 
regulative authorities. 

“Unless they actually meet with 
public acceptance, limitations on the 
operations of companies based solely 
en the ideas of individuals or specia| 
groups as to what is or is not good 
for the insuring public can only serve 
to put the life insurance business jp 
a straitjacket. The public always 
seems to be able to find some means 
of getting what it wants eventually, 
even though the best source of satis. 
fying its desires is artificially closed. 
Our business should be as free as 
possible to respond promptly to the 
changes in the needs of the public for 
life insurance coverage. 

“There should also be as much free. 
dom as possible for competitive efforts 
among the companies in providing new 
services, new methods of marketing 
and new plans of coverage, subject of 
course to proper limitations by regula- 
tion so as to prevent any company 
from creating obligations that it can- 
not fulfill. 

“It is often difficult to ascertain 





Inflation Dangers Are Still Real: Ecker 


(CONTINUED FROM PAGE 1) 


has slowed up during the last month 
or two, but it has not yet shown any 
decline. 

2. There are signs of a falling off in 
business and profits in some lines 
which might indicate the approach of 
some sort of recession. This is pointed 
up by the stock market drop over the 
past months and the recent action of 
the federal reserve banks in lowering 
their rediscount rates. 

3. The third new factor is 
nik.” 

Pointing out that the Russian satel- 
lite has had the good effect in the 
United States of immediately increas- 
ing emphasis on our inter-continental 
ballistic missile program, Mr. Ecker 
at the same time warned that every- 
one should be made aware that a fur- 
ther increase in government expendi- 
tures would certainly have an infla- 
tionary impact. 


“sput- 


e 

“This past year the public let Con- 
gress know they wanted a reduction 
in expenditures,” he said. “What they 
were really saying, and properly so, 
was that they want some prospect of 
reduction in taxes. Should we fail to 
balance the budget, either because of 
a reduction in income or a rise in 
governmental spending, the result- 
ing deficit financing would certainly 
add fuel to the inflationary fires.” 

“We cannot overlook the fact .that 
this spring the union contracts in the 
automobile industry run out. The new 
contracts that come out of those bar- 
gaining sessions will be likely to set 
a pattern which may well be followed 
in a large sector of our economy and 
could set off a new phase of the wage 
price spiral. 

“For these and many more reasons 
it seems to me that the dangers of in- 
flation are still very much with us. We 
in the life insurance business have as- 
sumed a certain amount of leadership 
in the fight against inflation. Let us 
adapt our strategy and tactics as nec- 


essary to meet changing conditions, 
but let us carry the job through.” 

Mr. Ecker reviewed the anti-infla- 
tion advertising campaign put on by 
the institute and told of plans for 
adapting its theme to changed condi- 
tions. 

“Because of changed conditions we 
felt we should cancel the fourth ad- 
vertisement in the new series and a 
replacement was prepared more in 
tune with the current situation—the 
one which appeared in this morning’s 
press. Now we come to a scheduled 
break in the campaign and there is a 
brief time to pause and reappraise the 
situation before deciding on the next 
move. 

“You may rest assured that your 
committee will give most careful con- 
sideration to the matter, and I’m sure 
would welcome any suggestions you 
may have to offer. 

“Of course, the basic question to be 
considered is whether or not danger 
of inflation, creeping or otherwise, 
has passed. If so, the campaign should 
be terminated. If not, it seems to me 
we have a responsibility to continue 
it but of course, to attempt to true up 
our copy with conditions at the time 
of publication.” 

Discussing the work of the institute, 
Mr. Ecker said that so far as he knew 
it is the only organization created and 
supported by a business which has, 
as its sole function, the public rela- 
tions of that business 


Besides Mr. Ecker’s talk, the pro- 
gram included a symposium on coop- 
eration of the institute with the edu- 
cational system, and _ addresses by 
Chester C. Nash, director of the insti- 
tute’s press bureau, Holgar J. John- 
son, institute president, and Dr. Leroy 
E. Burney, surgeon-general of the 
U. S. Public Health Service. These 
talks will be reported in next week’s 
issue. 
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what is in the public interest. Many 
problems arise which cannot’ be 
handled adequately by individual 
companies acting alone. They are mat- 
ters of wide industry concern and can 
be taken care of efficiently only 
through trade associations such as 
this, where the necessary research can 
pe done, where there is open forum 
for free discussion, and where group 
action can be taken when it is advis- 
able. One of the difficulties that all 
trade organizations encounter from 
time to time is the formation of splin- 
ter groups to pursue special interests. 
It is to be hoped that the life insur- 
ance companies, for the welfare of the 
industry, will make every effort to 
keep thoroughly and completely co- 
ordinated the work of all such groups 
to which individual companies may 
lend assistance.” 


THORE’S VIEWS 


LIA General Counsel Eugene M. 
Thore expressed the belief that con- 
gressional preoccupation with nation- 
al defense and the need for federal 
revenue, together with the ungertain 
effects of legislative coalitions stem- 
ming from civil rights issues, may di- 
vert attention from consideration of 
extensive social, regulatory and tax 
legislation having a bearing on the 
life insurance business. 

Mr. Thore said it is possible that 
during the coming session, there may 
develop a continuation of the long- 
term trend toward further social leg- 
islation, and this trend may be stimu- 
lated by the results of recent elections 
and their possible effect on the atti- 
tudes of members of Congress. Social 
security liberalization and direct gov- 
ernment lending, for example, could 
be influenced by such considerations, 
he said. : 


Stating that Congress will be pri- 
marily concerned with national de- 
fense, Mr, Thore said: 

“The President has addressed the 
nation at length with respect to the 
steps necessary to build up our satel- 
lite and guided missiles programs. 
Congress will be faced with imple- 
menting the President’s program, as 
well as with investigating generally 
the present state of national defense. 

“This preoccupation with defense 
may retard consideration of extensive 
social and regulatory legislation. This 
does not mean there will be no de- 
velopments in this area, only that they 
may be less extensive than would 
otherwise be the case. Union welfare 
fund disclosure legislation will receive 
continued attention under the mo- 
mentum of this past session’s hear- 
ings. There will be constant pres- 
sure from labor for social security 
liberalizations. There may be interest 
in the McCarran act, an_ interest 
which is intermittently fanned by in- 
creasingly frequent judicial considera- 
tion of its application. 

“Congress will be extremely reven- 
ue-conscious. On all sides there is talk 
of an expanded defense budget. It 
would seem, however, that the budget 
cannot be appreciably expanded with- 
out resorting to a tax increase or al- 
ternatively to deficit financing, either 
of which alternatives has serious 1m- 
plications. It is apparent that meas- 
ures involving immediate revenue 
loss or increased government spending 
will face tough sledding. This includes 
direct tax cuts and tax exclusions of 
retirement contributions of both em- 
ployed and self-employed individuals. 
This situation may also have some ef- 
fect on the development of a perman- 
ent formula for the taxation of life in- 
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surance companies. Direct government 
lending, subsidy proposals, and social 
security liberalizations may be chal- 
lenged even in the face of election 
year pressures. 

“Congress may be faced with coali- 
tion politics as a result of the civil 
rights issue. This will be particularly 
true if further civil rights legislation 
is pushed. Coalitions thus formed may 
well have their influence on legisla- 
tion in unrelated areas. 

“In contrast to the anticipated re- 
sistance to government spending for 
non-defense programs, there may de- 
velop further evidence of a long-range 
trend toward liberalism in Congress. 
The elections of the last year suggest 
public leanings in this direction. This 
may have its effect on the attitudes 
cf incumbents during the coming year 
and the composition of Congress in 
the succeeding year. In the long run 
this trend could create additional pres- 
sures for some of the legislation with 
which we are presently concerned.” 


Mr. Thore then discussed specific 
items of interest to the life insurance 
business during the current year. Tax- 
ation topics included life company 
federal income taxation, technical 
amendments to the internal revenue 
code, individual and railroad employe 
retirement, and tax regulations, rul- 
ings and litigation. Regulatory prob- 
lems of the business included the se- 
curities exchange act, as it pertains to 
unlisted securities and variable an- 
nuities, union welfare fund legisla- 
tion, anti-trust and _ pre-acquisition 
nctification, and life insurance solici- 
tation or military posts. 

Health insurance matters discussed 
by Mr. Thore included the Federal 
Trade Commission advertising juris- 
diction issue, a study by the House 
subcommittee on legislative oversight, 
private pooling bills, and cash sickness 
legislation in the District of Columbia 
and some states. Social security pro- 
posals, investments, the monetary in- 
quiry, housing and mortgage lending 
trends and the voluntary home mort- 
gage credit program were discussed in 
the report. 

With special reference to the pro- 
pozed Jenkins-Keogh individual re- 
tirement legislation, Mr. Thore said 
that the bill now contains a provision 
for the use of ordinary life insurance 
as a medium for funding individual 
retirement plans. 


“Under the bill,’ he stated, “de- 
ductions would be allowed of up to 
10% of net earnings or $5,000 from 
self-employment, whichever is the 
lesser, with an over-all lifetime limit 
of $100,000 for amounts which are 
paid as a ‘retirement deposit’. Retire- 
ment deposits are defined as payments 
to a restricted retirement fund or to 
a life insurance company under a re- 
stricted retirement policy. Restricted 
retirement policy is defined to mean 
an annuity, endowment or life insur- 
ance contract or combination thereof 
other than a term insurance contract. 

“The benefits of the bill would still 
be restricted to self-employed persons 
and would not apply to employed per- 
sons whether or not under pension 
plans. The individual who avails him- 
self of the plan would be entitled to 
withdraw his contributions at any 
time, but if the withdrawal was made 
prior to his reaching age 65, the indi- 
vidual would be subjected to a tax 
equal to 110% of the aggregate of the 
amount of the taxes which would have 
been payable had such amount been 
included in such self-employed indi- 
vidual’s gross income ratably over the 


taxable year and the four taxable 


years immediately preceding.” 
INVESTMENT REPORT 


Combined assets of U. S. life com- 
panies are expected to add up to 
$101.3 billions on Dec. 31, an increase 
of $5.3 billions, according to James 
J. O’Leary, director of investment re- 
search of LIA. He reported that in- 
vestments of a non-governmental 
character now represent practically 
90% of the assets of all U. S. life 
companies, the highest such proportion 
since 1933. Almost three out of every 
four loans to business and industry 
in the 4-year period from 1953 
through 1956 were for amounts of less 
than $150,000, indicative of the avail- 
ability of life insurance funds for 
small business. 

Mr. O’Leary reported the principal 
investments of the life companies, as 
estimated for Dec. 31, 1957, as follows: 

Bonds, $51.4 billion, up $2.3 billion. 
Of this total, industrial and miscel- 
laneous bonds represented $21.6 bil- 
lion, public utility bonds $15.3 billion, 
and U. S. government bonds $7.2 bil- 
lion. 
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Mortgages, $35.2 billion, a net in- 
crease of $2.2 billion. Residential loans 
for home owners account for a sub- 
stantial proportion of this total. 

Stocks, $3.5 billion, essentially the 
same as the year before and a some- 
what smaller proportion of life com- 
pany assets than in the last few 
years. 

Of the balance of $11.2 billion of 
combined life company assets, real es- 
tate holdings were placed at $3.2 bil- 
lion, an increase of some $300 million, 
and policy loans were estimated at 
more than $3.8 billion, also up about 
$300 million. 

-_ 


Discussing the investment figures, 
Mr. O’Leary said: 

“The wide scope of life company in- 
vesting in recent years is evidence that 
life company funds flow into those 
segments of the economy where cap- 
ital requirements are most urgent. Re- 
sponding to new methods of financing 
to meet the requirements of changing 
times, the life companies have invest- 
ed billions of dollars in American in- 
dustry and homes. These billions of 
dollars have been a major factor in 

(CONTINUED ON PAGE 24) 
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sum payment. 


of life insurance. 


*State Laws permitting. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 





Occidental representatives are using attractive 
sales kits to sell this plan'to ready-made pros- 
pects—present Occidental policyholders who 
may add the rider to their old policies—as 
well as to new prospects who want family pro- 
tection combined with just the right amount 


“A Star in the West...°* 


Family Life Rider 
For Only $30 A Year! 


No rate variations because of age—just one 
premium of only $30 a year—for a unit of 
Occidental’s Family Life Rider for women and 
children featuring... 


... the “Extra Money Clause” which pro- 
vides that if the wife dies, the husband 
will receive a $530 monthly income for 
a specified period of time dating from 
policy issue—in addition to a $1,000 lump 









“WE PAY AGENTS LIFETIME RENEWALS .. . THEY LAST AS LONG AS YOU DO!" 








FieNATIONAL UNDERWRITER 


ACCIDENT & SICKNESS No Idea In The World 


Will Work Unless Agent 
eet - Does, Ernst Declares 

rence agency, Cincinnati, vice-presi- 

dent of the Ohio. association, is 


“No idea in the world will work un- 
convention and program chairman. less you do,” members of Chicago A&H 
Chairmen of Cincinnati convention Assn. were told at their November 
committees are: Reception, Dudley A. meeting at Union League Club. Au- 
Martin, Inter-Ocean, vice-president thor of this pronouncement was Carl 
of the Cincinnati association; enter- A. Ernst, vice-president of A&S of 
tainment, Richard sa Ormond, Massa~ woth American L.&C., who reminded 
chusetts Indemnity; and _ publicity, “~"<. : 
T. Chester Clinkenbeard Jr., Minne- his listeners that the only time they 
sota Mutual Life. really were working was when they 
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Ohio A&H Assn. To Hold 


‘58 Annual At Cincinnati 


Ohio Assn. of A&H Underwriters, 
at 11s November meeting in Columbus, 
accepted the invitation of the Cincin- 
nati association to hold the 1958 state 
convention in Cincinnati at the 


Netherland Hilton hotel, May 8-9. 
Herman Harrison, Harrison & Law- 
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f me fey Overwriting 
' AGENCY BUILDING ' and Expense 
OPPORTUNITIES IN: : Allowance 
Alabama, Arizona, California, for a 


Delaware, Florida, Georgia, 
Illinois, Indiana, lowa, Kansas, 
Kentucky, Maryland, Michigan, 
New Jersey, North Carolina, 
Ohio, Pennsylvania, Texas, 
Virginia, Washington, D. C., 
and West Virginia. 
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The COLUMBUS MUTUAL Life Insurance Company 
Columbus 16, Ohio 











Frederick E. Jones, President 
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were in the presence of prospects, 

“We are all victims of inertia, ay 
we've got to be aware of it,” he de. 
clared. He said it’s a good thing Ag 
merchandising methods do not Chang 
like car styles, otherwise “half of ue 
wouldn’t survive because we don; 
want to work that hard.” 

Since seeing is believing, Mr. 
urged agents to use visual sellj 
Most people, he said, have a negatiy 
reaction to the word “insurance,” bu 
not to the sight of dollar bills. He Sug. 
gested the agent keep waving th 
green stuff in the prospect’s face, tg, 
ling him that that is what the 
company gives him when he needs ; 
the most. After all, he said, one thing 
besides death and taxes that a ma 
cannot escape is disability. “There ; 
no other way of getting out of this 
world without sickness or accident’ 
he remarked. ; 

Discussing the sales interview, yy 
Ernst suggested that when agents 
sense they are getting on the pros. 
pect’s nerves, to forget the sale anj 
leave. He said he preferred not ty 
sell to whom he called “China eggs’_ 
people who break easily and will buy, 
and who actually don’t want insy. 
ance but do not have the nerve to sa 
no. 

The man who procrastinates aboy 
buying A&S is the one person he cap. 
not countenance, he said. He will not 
accept a man who says he wants ty 
think it over, because this is the typ 
who cannot make a decision. This 
man is in order for a good dressing 
down, he said, suggesting that the 
agent “lay it to him and why not’ 
He’s entitled to that type of treat. 
ment.” 

Motivation and not common logic is 
what makes people buy things, Mr. 
Ernst declared. People must under. 
stand that buying insurance is some. 
thing that can’t be put off until it is 
needed, because it is one commodity 
that cannot be bought when it is 
needed and wanted. “You buy insur- 
ance with good health and pay for it 
with money,” he said. 


A&S Agent No Longer 
"Weak Follower’: Paddock 


At least 75% of the insurance dollar 
will be spent for life and A&sS by 
1970, R. L. Paddock, president of 
Time, told company agents at a series 
of meetings in three states. 

Speaking at Grand Rapids, Green 
Bay, Madison, Milwaukee and Min- 
neapolis, Mr. Paddock predicted that 
the health insurance market will more 
than double in the next 12 years. By 
1941 standards, health insurance has 
arene 50 years in the last 12, he 
said. 

The A&S agent is a prime leader 
today, instead of a weak follower. Pre- 
mium levels have risen from 3% of 
all risks to 15%, he stated. Part of this 

(CONTINUED ON PAGE 31) 
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Sell All You Can Now; Renewals Will 
Be Welcome When Tide Turns: Huppeler 


Agents should sell as much as they 
can in these prosperous times because 
the day may come 
when they will ap- 
preciate the re- 
newals on the bus- 
iness they have 
sold today, Lam- 
bert M. Huppeler, 
vice-president of 
New England Life, 
told a luncheon 
meeting of New 
York City CLU 
chapter. 

The country 
may not experi- 
ence another 1930-type depression, but 
some day may go through a business 
shake-down or leveling off period 
when the renewals will be very wel- 
come, Mr. Huppeler told the audience 
of 200. 

The title of his talk was “Is To- 
morrow’s Market a Nudnick?” Trans- 
lated, “‘nudnick” means “pain in the 
neck,” Mr. Huppeler explained. 

Mr. Huppeler recalled that when 
he entered the business in 1932, 
reconomic conditions were at “the 
bottom of the bottom.’ However, he 
was unable to go along with the pes- 
simism existing in many places. 

Was that bottom a “pain in the 
neck?” Agents who wanted to sell 
insurance, could sell it even in those 
depression times. Mr. Huppeler said 
he set out to earn a certain amount of 
money and accomplished that goal be- 
cause he had the desire. It was a 
good business then, as it is now, he 
declared. 

Opportunities to sell life insurance 
have been growing, no small part 
of it due to CLUs and people like 
them, he said. 

The insurable value concept which 
sees the prospect or policyholder as 
a money-making machine is prefer- 
able to the minimum income ap- 
proach. He illustrated the insurable 
value idea by pointing out that a 
company intends to earn a profit on 
the services of its employe, in ad- 
dition to paying him a salary. This 
means that the employe has value 
not only to his family but also to his 
firm. ; 

The insurable value of a man may 
be computed by doubling the amount 
of his income and multiplying it by 
the number of years he will work un- 
til retirement. This figure is then 
discounted down to today by dividing 
it in half. This opens up the key man 





L. M. Huppeler 





Caution Ala. Insurers On 


Officer Loan Practices 


Superintendent Horn of Alabama 
has issued a notice warning insurers 
of that state to be careful about lend- 
ing money to their officers and di- 
rectors. The notice cautioned insurers 
to watch their investment policies and 
pointed out that insurance examiners 
have had trouble at times in properly 
evaluating certain loans made by in- 
surers to officers and directors. 

Quite often, Mr. Horn said, there is 
insufficient data as to adequacy or 
security of collateral for loans and 
advances made to corporate officials, 
and quite often the loans are handled 
in such a manner as to reflect im- 
propriety. 

_Unless the practice is closely super- 
vised and properly legalized, he said, 
the abuses inherent in these practices 
would warrant the department’s dis- 
allowing such loans as admitted as- 
sets of the company. 


idea, in addition to a sale to the indi- 
vidual himself. 

The stockbrokers have stolen the 
dollar-averaging idea from the life 
insurance business, because the pay- 
ment of annual insurance premiums is 
like the dollar-averaging process. 

Agents must continue to be good 
salesmen. They must make the sale 
several times in order to close the 
case. Those operating in New York 
are in the life insurance center of the 
world, have the best market to work 
in and represent a selected group of 
companies, Mr. Huppeler concluded. 

The guest speaker, who is a CLU 
himself, was introduced by Bernard 
M. Ejiber, general agent of Mutual 
Trust Life. 


1958 Planning Session 
Held By Los Angeles GAs 


The economic climate for 1958, 
agency building and recruiting and 
training were discussed at the 1958 
Planning Session held recently by Los 
Angeles General Agents & Managers 
Assn. Speakers were Allen D. Harper, 
vice-president of Pacific Mutual Life; 
James R. Martin, director of agencies 
Massachusetts Mutual Life; William 
H. Rowlands, manager at Pasadena of 
Mutual Life of New York. 

An optimistic forecast for business 
in 1958 was made by Mr. Harper, who 
predicted an excellent year although 
somewhat below 1957. He said busi- 
ness conditions are near the all time 
high and he mentioned a number of 
favorable factors as the economy 
heads into the new year. Among these 
were continual heavy government 
spending, a very favorable outlook for 
public utilities and lower money rates. 
Mr. Harper added, however, that the 
danger of inflation was not entirely 
over because of possible additional 
deficit financing by the government 
and increased wage demands. 

Speaking on agency building, Mr. 
Martin said the best source of new 
manpower is from present agents. He 
gave the following reasons for de- 
veloping recruiting enthusiasm among 
agency personnel: Control as to the 
type of new associate; new ideas com- 
ing from new manpower; advertising 
value in the community as_ the 
agency grows; a desire to help other 
people to a new and better career; 
and being members of a progressive 
and winning organization. 

In surveys made of supervisors and 
trainers, Mr. Martin reported that this 
group of agency management wants 
their jobs carefully defined, their ob- 
jectives stated and a definite program 
of management training. 

The difference between good and 
poor agencies lies with agency leader- 
ship which must set good examples, 
become more vocationally competent, 
build morale among agents, and de- 
velop ego recognition for the agent. 

Mr. Rowlands suggested a definite 
agency plan be initiated to delegate 
responsibility to unit managers or su- 
pervisors to obtain recruits. He also 
recommended coaching well-selected 
nominators on recruiting techniques, 
scheduling new training schools at 
regular periods, and _ encouraging 
agency supervisors to be human and 
relaxed in recruiting talks as they 
seek “the normal four-square person 
who has high sales aptitudes rather 
than an impressive business or social 
background.” 

A discussion on extending the man- 
agers responsibilities through the staff 
organization was conducted by a panel 
of managers and general agents com- 
posed of William N. Klove, Equitable 
Society; Robert B. Ogden Jr., Lincoln 
National Life; Jack White, Prudential, 
and Ray J. Havert, John Hancock. 
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1957 Sales To Reach $662 Billion: Holland 


(CONTINUED FROM PAGE 21) 


the postwar rise in living standards.” 

Net investment earnings of all U.S 
life companies in 1957 were estimated 
at approximately $3.55 billion, up 
$285 million. The net rate of invest- 
ment earnings before taxes for the 
year is approximately 3.74% as com- 
pared with 3.63% in 1956, and the rate 


after taxes at 3.43% as compared with 
3.33%. 

With respect to the business and in- 
vestment outlook for 1958, Mr. O’Leary 
said there are powerful reasons for 
doubting that the current business re- 
adjustment will go very far. Partly as 
the result of soundly-conceived mone- 


tary policy, much of the “steam” has 
undoubtedly gone out of the inflation- 
ary boom, but this has been a most 
healthy development, he declared. As 
against factors such as an apparent 
excess of productive capacity, some 
downward adjustment in plant and 
equipment expansion, and uncertain- 
ty about housing and consumer durable 
goods, Mr. O’Leary noted offsetting ex- 
pansive forces, particularly in the 
areas of federal, state and local spend- 
ing. 


















































1 On MuMetie 











MONTHLY CHECK 


an 














SERVICE 


























Premium payment made easy for 
both policyholder and agent 


MERICANS buy their homes, their cars and even 
A their TV sets by the month. Planning expenses, 
investments and savings by the month has become 
standard operating procedure for the American 
family. 

Now life insurance goes them all one better in 
convenience. Not only can Connecticut Mutual 
policyholders pay for life insurance by the month, 
but now they don’t even have to write and mail a 
check. ConnMuMatic authorizations to the com- 
pany and to the client’s bank make possible auto- 
matic deduction of monthly premiums from the 
policyholder’s regular checking account. 

And the policyholder saves, too. The automatic 
features of the plan enable the company to save ex- 
pense and the saving is passed along to the policy- 
holder. For example, a premium payment of $50 a 


The 
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onnecticut Nlutual 
LIFE INSURANCE COMPA NY : HARTFORD 


month under the regular monthly premium plan 
would be $48.36 under ConNMuUMatIc, a saving 
of $19.68 every year. Several Connecticut Mutual 
policies may be included in each monthly payment 
— old as well as new — or policies for all the 
family. Business life insurance may also be paid 
this way. 

With this new convenience Connecticut Mutual 
agents and brokers can sell more life insurance be- 
cause the payment method conforms to most 
people’s bill-paying methods. And paying pre- 
miums will be less trouble than paying most bills. 
There will be far fewer late premiums and lapses 
because insureds “forgot to send a check.” 

Connecticut Mutual General Agents will be glad 
to provide brokers with complete information on 
how easy and valuable it is to use ConnMuMaric. 
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“Accordingly,” he stated, “there are 
many convincing reasons for conc!ud- 
ing that the current business adjust- 
ment will be very mild and that a 
new rise in general business activity 
may develop in the second half of 
next year.” 

Weighing the pros and cons of the 
investment outlook for 1958 and the 
impact and implications of the recent 
Federal Reserve rediscount rate re- 
duction, Mr. O’Leary stated: 

“Despite the sudden and pronounced 
reduction in yields on U. S. govern- 
ment securities in the past few weeks, 
and in the yield on new offerings, very 
little change has occurred basically in 
the forces of demand for and supply 
of capital funds. So far the change has 
been primarily psychological based on 
the exrectation of further Federal Re- 
serve action. 

“Institutional investors still have 
very forward commitments’ which 
will absorb the bulk of their available 
funds through next year. The cash 
available to institutions for investment 
has itself declined somewhat because 
of such forces as the reduction in 
mortgage repayments. 

“Despite the expected downturn in 


business and industrial plant and 
equipment spending, the business and 
industrial demand for _ investment 


funds is bound to remain large. If 
credit demands in the business area 
should decline more than expected, 
there will undoubtedly be an offsetting 
increase in demand for residential 
mortgages. Added to this, state and 
local governments will draw on the 
capital markets even more heavily next 
year, and there now is a strong pos- 
s:bility that the federal government 
may require net new funds. Finally, 
there are good grounds for anticipat- 
ing an expansion next year of com- 
mercial and consumer credit. 

“In view of these basic forces in 
the capital markets, it is difficult to 
foresee any significant decline in long- 
term interest rates next year unless 
the Federal Reserve authorities move 
steadily and forcefully in the direction 





Ohio Dept. In New Home-. 

Ohio insurance department is now 
at its new headquarters at 115 East 
Rich street, Columbus, where it has 
12,500 square feet of space in which 
all of the department operations are 
located. Previous to September of this 
year, the department had been a di- 
vision of the state commerce depart- 
ment. 
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of easing the reserve position of com- 
mercial banks. In view of the many 
elements of strength in the national 
economy, there is a great danger that 
premature and excessive action to- 
ward monetary ease would merely 
place the country on a new wave of 
inflation.” 


LEGISLATION 


Henry R. Glenn, LIA associate gen- 
eral counsel, said that if federal legis- 
lation is to be avoided the industry, 
together with the state insurance su- 
pervisors, “must direct our attention 
to workable state statutes which do 
not unduly hamper the economical 
conduct of business across state lines. 
At the same time, we must also resist 
with all legitimate means those pro- 
posals which discourage the growth 
and efficient operation of our busi- 
ness.” 

Said Mr. Glenn: 

“Should the state system become 
unworkable through burdensome tax- 
ation, restrictive investment require- 
ments, unreasonable standards for 
multistate operations; should those in 
our business seek artificial legislative 
competitive restrictions, or, in the ab- 
sence of legitimate state interest, uti- 
lize the statutory device to impose 
the will of one state to regulate other- 
wise lawful activities in another, we 
will be a long way down the road 
away from the state supervisory sys- 
tem we know today. The problems 
here mentioned are not illusory. They 
were 1957 legislative or department- 
al problems. They bid fair to continue 
as problems for the foreseeable fu- 
ture.” 


Here are some excerpts from Mr. 
Glenn’s comments on specific legis- 
lative problems facing the industry: 

Taxation—If not continually re- 
sisted, it would not take long for the 
state tax burden to become oppressive. 
To permit these taxes to become so 
invites the seeking of relief from the 
Congress as it is only pursuant to the 
power granted in public law 15 that 
the several states may collect taxes 
under statutes which in many inst- 
ances differentiate between foreign and 
domestic companies. State supervision 
along with the companies, therefore, 
has a stake of no small proportion in 
encouraging the lawmakers to keep 
life insurance taxes from becoming 
any more oppressive than they now 
are...Higher tax burdens’ cannot 
help but encourage the seeking of re- 
lief from the only source available— 
the Congress. To keep these burdens 
at a reasonable level, therefore, serves 
the interest of state supervision, and 
those to whom it is primarily obligated 
—the policyholders. 

Extraterritorial Laws—State super- 
vision is the expression of the police 
power of a state to provide protection 
for its citizens, Under what appear to 
be well-established legal principles, its 
exercise may not extend beyond the 
borders of the state so regulating 
unless its extraterritorial application 
has a reasonable relation to the wel- 
fare of the citizens of the state in- 
volved, i. e., solvency. Despite this 
fundamental restriction on the ex- 
tent of a state’s police power, re- 
cent developments, both departmental 
and legislative, present new challen- 
ges to the business and to state super- 
vision. In the forefront has been the 
interpretation given section 90 of the 
New York insurance law relating to 
the investments of foreign life insur- 
ance companies. The test there pre- 
scribed as a condition to the renewal 
of licenses, is that such investments 
comply “in substance’? with the re- 
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quirements applicable to domestic in- 
surance companies. Prior to January, 
1956, the department’s interpretation 
had been that so long as a company 
was solvent after dis-allowing non- 
qualifying investments, the “in sub- 
stance” requirement was satisfied. An 
attorney-general’s opinion, however, 
then held the “in substance” require- 
ment to apply to single investments. 

It seems unlikely that the courts 
will have any sympathy with regula- 
tory statutes designed, or interpreted, 
to impose the will of one state upon 
activities taking place in another in 
which the former has no legitimate 
interest...This problem of extra- 
territorial laws is receiving the atten- 
tion of the National Assn. of Insurance 
Commissioners. That body will un- 
doubtedly give serious consideration 
to the possible effect of laws of this 
nature upon the state supervisory sys- 
tem. 


Group insurance—Establishment by 
legislation of underwriting standards 
and, equally as important, dollar limits 
in the field of group life insurance 
has been and remains one of the major 
pressing problems. That a solution to 
the controversies is desirable is not 
to be doubted. Recognizing this situa- 
tion, a top-level committee has been 
appointed by the governing bodies of 
the association and the American Life 
Convention to review the whole ques- 
tion of mass distribution of life insur- 
ance. The problems are many and 
complex and solutions will not be 
easy. 

Other events of the LIA meeting 
included addresses by Chairman Wil- 
liam McC. Martin of the federal re- 
serve board, President Lester L. Col- 
bert of Chrysler Corp., and U. S. Sec- 
retary of Labor Mitchell, a panel dis- 
cussion on modern’ merchandising, 
moderated by Vincent B. Coffin, sen- 
ior vice-president of Connecticut Mu- 
tual, and a symposium on internation- 
al affairs, with three outstanding au- 
thorities in this field as participants. 
These features of the program will be 
reported in next week’s issue. 


Shreveport Agent Talks 


On Personnel Recruiting 


A method of selection, programming, 
and teaching which has proved suc- 
cessful for a number of years was de- 
scribed by its originator, W. J. Scher- 
gens, Aetna Life general agent, at a 
meeting of Shreveport Managers Assn. 
The foundation of a successful person- 
nel program, Mr. Schergens said, is 
consistent day by day teaching and 
correction, preceeded by a process of 
selecting men with a desire for self- 
improvement and good contacts. By 
using this method, Mr. Schergens has 
retained in the insurance field 80% of 
the men hired over the past nine years. 
For each man who stayed in the field, 
1.2 were hired. Without a sound meth- 
od of training and recruiting, he es- 
timated that 80% of recruits would 
leave the business. 


CLUs Hear Hewitt 


San Antonio CLU chapter heard 
Warren S. Hewitt, Northwestern Na- 
tional Life, review an article by Wal- 
ter Meyer of Northwestern Mutual 
Life on the “Insurable Bequest.” In 
this article the author pointed to the 
ready response of the American peo- 
ple to charitable campaigns. 


Mutual Trust Holds Workshop 

The second in a series of introduc- 
tory training workshops was held by 
Mutual Trust Life in Chicago recently. 
The workshop was attended by 16 
agents, selected for their 1957 produc- 
tion record. 
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inspiring opportunity to be a GENERAL AGENT. 
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WNL is a medium sized aggressive company and offers a 
variety of Life and Accident and Sickness coverages, adequate 
territory and help in recruiting and financing new agents. 
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Your Company Will Earn More Money 
If You Let Foundation Handle Details . . . 





Foundation is a new kind of organization with a new 


concept of service for the life insurance industry. 


@ Insurance company clients of Foundation Life Insurance Service 
Co. are well above the average in growth and earnings when com- 
pared with the rest of the life insurance industry. And there's a good 
reason why. 

The executive personnel of these client companies are free to 
concentrate on sales, sales and more sales. Foundation takes care of 
all the home office detail work, and does it less expensively. 


For instance, Foundation will process your applications, issue your 
policies, mail your premium notices, audit and pay your bills, and do 
your premium and general accounting. 


We'll relieve you of the burden of these home office chores and 
save you money on administration expense. More important, you and 
your executive personnel will be able to devote all your efforts to 
building sales. 


Write today and let us show you what we can do for your company. 


Foundation Life Insurance 
Service Company 


Box 321, Northside Station Atlanta 5, Georgia 
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Survey Probes Influence Of Husband Vs Wife 


(CONTINUED FROM PAGE 1) 


of the husband’s income can seriously 
disrupt family finances. However, the 
extent of this disruption depends upon 
the husband’s income. 

2. The number of children in a 
household represents an important con- 
sideration in determining the amount 
of the husband’s policy. In this regard, 
the first child is the most important. 
Mothers have much more influence 
upon their husbands’ insurance pro- 
grams than have childless wives. 

3. The amount of insurance carried 
upon the wife’s life, with the husband 
as the usual beneficiary, is ordinarily 
minimal. Explicitly or implicitly, both 
spouses understand that this policy is 
inended primarily to meet the wife’s 
burial expenses. 

4. The continuation of family in- 
come in the event of the husband’s 
death is regarded as the single most 
important purpose of life insurance. 
Other considerations are secondary 
and vary according to social class. 


Most married couples recognize that 
the husband’s life insurance is the 
family’s single most important policy. 
When interviewed separately, both 
husband and wife stated that the de- 
cisions affecting this policy should be 
made “together.” However, when 
asked how most of the past decisions 
affecting this policy were made, the 
majority of respondents stated that 
these decisions were made by the hus- 
band. 

The survey found that the husband 
is the family member who is primar- 
ily responsible for decisions affecting 
choice of company, type of policy, 
method of payment, etc. “Frequently 
he shifts responsibility for these de- 
cisions to the insurance agent, who is 
chosen by the husband on the basis of 
word-of-mouth recommendation or 
personal friendship,” says the report. 

The wife’s most important area of 
influence is in the amount of the pol- 
icy, according to the survey. This in- 
fluence varies from class to class, with 
lower middle class mothers exerting 
more influence for increased amounts 
of life inurance than any other class 
grou,: 


Wives are largely unconcerned with 
the life company underwriting the 
policy and with the agent chosen to 
advise the family, so long as both 
company and agent are “reliable.” 

In the part of the survey covering 
23 upper middle class families ($5,- 
000 to $7,500 incomes), it was found 
that members of this class are gener- 
ally realistic and unsentimental about 
problems related to life, security and 
death. They don’t regard themselves 
as the slaves of nature or of human 
nature. They attempt to shape their 
environment to their own ends. 

“Members of this class regard in- 
surance brokers and agents as busi- 
ness men rather than as_ intimate 
friends or advisers,” the report states. 
“The upper middle class husband has 
considerable authority in the area of 
financial decisions. He is resistant to 
salesmanship and usually initiates his 
own purchases of life insurance on a 
planned or regular basis. Upper mid- 
dle class men usually have life insur- 
ance policies before marriage. At the 
time of marriage, they frequently in- 
crease the face amount of this policy 
by phoning a broker and without con- 
sulting fiancee or bride. 

“Most upper middle class wives ex- 
ert little influence upon their hus- 
bands’ purchases of life insurance. 


The wife may attempt to persuade 
her husband to increase the amount 
of his policy but her influence is lim- 
ited. The husband may offer a nom- 
inal opinion that life insurance deci- 
sions should be made ‘together,’ but he 
believes his financial judgment is su- 
perior to his wife’s and usually makes 
the final decisions on almost all as- 
pects of his life insurance alone. 

“Both husbands and wives believe 
that there is an optimal amount of 
life insurance which should be car- 
ried by the husband. This optimal 
amount varies with the family’s liquid 
assets and the level of routine house- 
hold expenses. By lower middle class 
standards, this optimal amount would 
represent quite a large sum of money, 
Men who carry more than the optimal 
amount are regarded as financially 
unsophisticated individuals who are 
exposing themselves to a low rate of 
return and the ravages of long-range 
inflation. In the opinion of upper mid- 
dle class respondents, surplus funds 
should be invested in stocks, bonds or 
real estate rather than in insurance, 

* 

“In line with this reasoning, the 
amount of insurance carried on an 
upper middle class husband’s life is 
limited not by ability to pay premi- 
ums but by family decisions, usually 
initiated by the husband. The premi- 
ums on current policies are frequently 
paid on a yearly basis. 

“In this class, the primary purpose 
of life insurance is to defray im- 
mediate expenses following the hus- 
band’s death. These immediate ex- 
penses include both burial costs and 
the maintenance of the household un- 
til estate assets are available. The 
amount of the husband’s policy is fre- 
quently based upon the level of house- 
hold expenses rather than his income.” 

The Starch study found that in the 
46 lower middle income households 
both the life agent and the wife fig- 
ure much more prominently in the 
family’s life insurance decisions. Out- 
ward attitudes toward security and 
life insurance frequently represent a 
fusion of upper middle and lower class 
attitudes. 

The lower middle income husband 
attempts to plan his family’s future 
but recognizes that his income limits 
his ability to do so. This discrepancy 
between goals and resources may 
foster a great deal of family friction 
and personal psychological conflict. 

The expression “insurance poor” 
appears in both upper middle and 
lower middle responses, according to 
the survey, but it generally has a dif- 
ferent meaning for the two groups. 
Upper middle class respondents, es- 
pecially husbands, use the phrase to 
connote a low rate of return on in- 
vestment. Lower middle class re- 
spondents, both husbands and wives, 
regard themselves as “insurance poor” 
if they have to forego luxuries or 
conveniences in order to pay their 
premiums. 


The lower middle class wife is usu- 
ally never convinced that her husband 
carries enough insurance, particularly 
after she becomes a mother. She 1s 
subject to “almost constant open or 
secret desires to move upward.” She 
likes to see her husband progress but 
she realizes that his ability to move 
upward in business or society is re- 
stricted. However, in her opinion the 
ability of her children to climb to high- 
er levels is unlimited, provided that 
they receive enough money to obtain 
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“the right kind of education.” For this 
reason, according to the Starch report, 
the lower middle class wife frequently 
initiates action which finally results 
in an increase in the amount of her 
husband’s policy. 

“Because of the guilt which lower 
middle class women experience when 
they put too much pressure on their 
husbands, insurance agents frequently 
play an important intermediary role in 
effecting increases in the husband’s 
life insurance,” the report states. “The 
wife may go so far as setting up a 
family appointment with an insurance 
agent without consulting the husband. 

“Lower middle class respondents do 
not place as much confidence in their 
own ability to make financial decisions 
as do members of the upper middle 
class. The wife assumes that her hus- 
pand knows more than she about such 
subjects as insurance. In turn, the 
husband conceals his own lack of 
knowledge by relying heavily upon the 
judgment of the insurance agent who 
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places his insurance, the majority de- 
pending upon the agent to choose the 
company and the specific type of poli- 
cy.” 

The researchers found that to a 
greater extent than the upper middle 
class, members of the lower middle 
class stated that they preferred not to 
think about the possibility of death, a 
tendency which “further reinforces the 
importance of the insurance agent’s 
role in providing impetus for life in- 
surance purchases among lower middle 
class families.” 

Since the husband’s life insurance, 
in the lower middle class family, may 
represent the family’s only significant 
financial asset in the event of his 
death, the respondents feel that the 
face amount should be enough to see 
a wife through until she can “find 
herself.” Three times the amount of 
the husband’s annual income is fre- 
quently mentioned as a desirable min- 
imum. Unless the husband feels that 
his wife is a particularly good “man- 
ager’”’ he prefers to have death benefits 
paid on a monthly basis. 

The survey includes 35 “lower class” 
families—those with incomes of $3,000 
or less. These families tend to recog- 
nize that the husband’s death may well 
make it impossible for the immediate 
family to continue as an independent 
unit, because of the small amount of 
insurance the husband can afford to 
own. A “decent burial” is a matter of 
great concern to members of this class 
and the typical pattern is that this is 
about all they can expect their insur- 
ance to provide, although they may 
hope that there will be “a little bit 
left over.” 

The wife usually accepts her hus- 
band’s decision as to how much life 
insurance he can afford. If she is em- 
ployed, she may have the amount of 
his policy increased and pay the addi- 
tional premium herself. 

The survey found that whereas the 
most prosperous families consider the 
insurance agent as a business man and 
the middle income group often look 
upon him as a friend, the lower-income 
of policyholders frequently consider 
him as a sort of “paternal authority,” 
unless he is regarded with hostility 
because of lapsed policies or disputed 
claims. 


Among lower-income families, the 
inability to pay premiums seems to be 
only a partial explanation of the small 
amounts of insurance carried. 

“Lower class men and women, ex- 
periencing so much enforced depriva- 
tion, find it difficult to make further 
sacrifices voluntarily,” the report 
states. “Even before their inescapable 
day-to-day expenses have been paid, 
men and women in this class indicate 
that they may squander their money 
impulsively on short-lived pleasures. 

“The generally low amounts of the 
policies found in this class may also 
reflect lack of experience in handling 
money and an unrealistic appraisal of 
the cost of intangibles. A few families 
in this class who have a $500 endow- 
ment policy on each child are under 
the impression that these policies will 
provide for ‘an education.’ 

“Members of the lower class exhibit 
more irrational loyalty to particular 
insurance companies than do the class- 
es above them. Their only reason for 
choosing a particular company may be 
that their families have ‘always’ dealt 
with the company.” 

Part of the interviewing process con- 
sisted of showing the respondent (hus- 
bands and wives were always inter- 
viewed separately) crude drawings and 
asking the respondent to say what he 
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or she thought was going on. In one of 
these, the insurance agent is handing 
a wife a check for $10,000. The re- 
spondent is asked what is happening 
in the picture, what is the woman 
thinking, and how is it all going to 
come out? The theory behind using 
these pictures is that a person will 
conceal his own “shameful” attitudes 
but will attribute them to figures in a 
drawing, thus revealing his own inner 
feelir gs. 

Responses to the two such drawings 
used in the study revealed ‘“threaten- 
ing, irrational fantasies about life in- 
surance agents and _ beneficiaries.” 
These fantasies were essentially the 
same for members of all economic 
classes, although the manner in which 
the fantasies are expressed “varies 
with personal defense patterns.” 

“The threatening fantasies expressed 
appear to be built around the intensely 
experienced anxieties which are 
aroused by thoughts of death,” the re- 
port states. “The possibility that an 
unappreciative spouse or close relative 
may profit financially from one’s death 
piles hostility on top of this basic anx- 
iety.” 


Here are some of the selected ex- 
cerpts from male respondents’ stories 
about the drawing showing the wife 
receiving the $10,000 check from the 
agent: 

1. “In that picture the agent is giv- 
ing the wife 10,000 bucks and boy! 
will she have a good time! She will 
blow in the whole thing in less than a 
year. She’ll say, ‘I’ve got 10,000 bucks 
and we only paid in three thousand.’ 
Statistics show that most women blow 
their insurance in less than a year. It 
should be paid to them in monthly 
payments so they can’t blow it, or 
gamble it away.” 

2. “She might be thinking he’s worth 
more dead than alive. I don’t know 
what she’s thinking.” 

3. “She’s a phoney. She has put on 
a sour look and is looking at the $10,- 
000 and thinking what she’s going to 
do with it. Maybe she’ll even take the 
man out. . .” 

The report states: “In the highly per- 
sonal area of unconscious attitude the 
images of husband, wife and insurance 
agent, the three principal actors in the 
insurance drama, became so _ trans- 
formed that they are hardly recogniz- 
able. In this fantasy drama, the hus- 
band becomes an exploited individual 
who works all his life for a family 
which does not appreciate him enough. 
His wife becomes a selfish female who 
pressures her husband into purchasing 
more and more life insurance and an- 
ticipates the financial benefits which 
she will realize from his death. The 
insurance agent in these fantasies be- 
comes a shrewd, fast-talking villain 
who sides with the wife.” 

The second drawing used in the in- 
terview shows a husband and wife 
talking with an insurance agent in his 
office. The respondent is asked to 
tell what the husband is saying, what 
the husband is thinking, how the hus- 
band and wife feel toward each other, 
whether the wife is satisfied with what 
the husband is doing, whether the hus- 
band is satisfied and how it is all go- 
ing to come out. Here is a comment by 
a husband: 

“She might even be saying, ‘We 
could afford a larger amount, dear, 
don’t you think?’. . .and the husband 


thinks he is being taken advantage of 
in front of the agent—surely he will 
be on the side of the wife—he usually 
is. Of course, the husband thinks, ‘She 
has a point there; 
ago?’ 23” 


what else can I 
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In other quotations, both husband 
and wife respondents exhibit much the 
same attitude as the one quoted above, 
That is, the wife in the picture is seen 
pushing for a larger amount of insur- 
ance and, in cahoots with the agent, 
is putting the husband on the spot. 

Incidentally, this survey finding 
seems considerably at odds with the 
reported experience of life agents, who 
generally have more trouble convinc- 
ing the wife than the husband of the 
wisdom of making an adequate outlay 
for life insurance protection. 

There is only one area in which 
fantasies about life insurance have an 
important bearing on actual behavior, 
according to the Starch report. This 
area deals with the relationship be- 
tween husband and insurance agent. 

“Some husbands carry over ideas 
about insurance agents expressed in 
fantasy to attitudes towards insurance 
agents in general,” the report says, 
“Derogation of insurance agents took 
many forms and used all of the stand- 
ard cliches: ‘fast talkers’ ‘hard to get 
rid of,’ ‘only interested in making a 
fast commission,’ etc. 

“Paradoxically, the attitudes ex- 
pressed about life insurance agents as 
a group are seldom applied to the fam- 
ily’s own agent. This agent is usually 
selected by the husband on the basis 
of personal friendship. There are fre- 
quent indications that this ‘friendship’ 
may actually represent a rather casual 
business association with the attributes 
of friendship added by the husband in 
an attempt to deny deep fear of, and 
hostility toward, insurance agents. 

“Thus, men found a compromise res- 
olution to their painful fantasies by 
surrounding the business relationship 
between husband and agent with an 
atmosphere of ‘friendship.’ Husbands 
hoped that this tenuous ‘friendship’ 
would protect them from the agent’s 
interest in his commissions and _ also 
felt that a friend would be less apt 
to expose the husband’s lack of know- 
ledge about insurance. Hence, within 
the framework of this relationship, 
husbands could express overt distrust 
of insurance agents in general, though 
secure in the feeling that a family 
friend (who was only secondarily an 
agent) was a trustworthy exception to 
the rule.” 


The Starch report contains some 
paired comparisons of verbatim state- 
ments by husbands and wives on the 
extent of husband vs wife influence 
in the purchase of life insurance. Here 
are excerpts from statements made by 
seven couples on this point: 

Husband: “I have discussed life in- 
surance with my wife, and she leaves 
all the decisions to me, but I do like 
to have her know what I am doing, so 
I always explain what I am doing to 
her, expecially as it is for her benefit 
as well as for mine.” Wife: “I do not 
feel that I really had anything to do 
with the decision to take out insurance, 
I do not know very much about busi- 
ness matters, my husband makes all 
these decisions. He does tell me, but 
I do not think I understand these 
matters too well.” 

Husband: “They have some blooming 
good insurance salesmen these days 
and it takes plenty of sales resistance 
to send them away without buying. 
The main reason I added to my life 
insurance, I felt that my insurance 
was not adequate to take care of the 
family in case of my death. I didn’t 
take anything into consideration be- 
sides the need for additional insurance, 
but the salesman was a fast talker 
and was also a friend of mine. I called 
him and asked him to come over. | 
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have always thought the P—— Insur- 
ance Co. was the very best one, but I 
have a friend with F—— Insurance 
Co. so I have taken part of my in- 
surance out with him. My wife was in 
on all the discussions, she didn’t edge 
me off or she didn’t discourage it.” 
Wife: “My husband was the first to 
start thinking about life insurance and 
I didn’t influence the amount or where 
to buy it or when he should buy it. 
The reason we bought from F. In- 
surance Co., my husband has a friend 
who works for them as a salesman and 
he is really a fast talker. I thought he 
could never quit talking insurance and 
go home, but he is a friend and I en- 
joyed talking to him.” 

Husband: “My wife started the 
thinking along these lines. We were ex- 
pecting a second child, and she felt she 
had to feel she had something substan- 
tial to fall back on if I died.” Wife: 
“Actually I was the first to start think- 
ing about getting life insurance. My 
children are small and I was afraid of 
the future without some form of pro- 
tection.” 

Husband: “My wife believes in it 
very strongly.” Wife: “I did take part 
in the discussion at that time, and 
pushed him a little. I agreed with him 
all the way through; actually we feel 
the same, but a man needs a little 
pushing, I suppose, because it is some- 
thing he will never get anything out 
of himself.” 

Husband: “Some of the mistakes and 
wrong decisions to watch out for would 
be to be very cautious of life insur- 
ance salesmen, because regardless of 
the amount of disguising of their in- 
terests in talking to prospects, the 
agent’s own interests have a priority 
in determining the amount of insur- 
ance he advises one to carry. I would 
also advise anyone to. take a little less 
than they actually feel they can car- 
ry.” Wife: “I had almost no influence 
on my husband on his purchase of life 
insurance because I am so ignorant of 
life insurance and my husband insti- 
tuted the deal himself.” 

Husband: “I went to a friend of 
mine who represents many insurance 
companies and took out a policy. I can- 
not remember the name of the com- 
pany, as it was so recently bought. I 
just trusted my pal’s judgment.” Wife: 
“I thought about insurance first, ex- 
cept the veteran’s policy. I told my 
husband to see a friend of his who 
sells insurance and buy some.” 

Husband: “My wife and I talked it 
out. She was the one who suggested I 
should get life insurance. She feels 
very strongly about it, that one should 
try to plan for the future. If anything 
should happen to me, it would help 
her take care of the family, and if 
we both live, it will come in handy for 
when we get older. When my wife and 
I talked this over, I could see she was 
right and it made me sorry I did not 
have some life insurance before.” Wife: 
“I told my husband about how much 
payments we could be able to make. 
He agreed with me, but if I had not 
started it, he would never have taken 
it out.” 





Honor First $1 Million Producer 

Clark A. Perkins, Tennessee Life of 
Houston, San Antonio, was honored at 
a dinner Nov. 22 as the company’s 
first agent to have paid for more than 
$1 million in new business during a 
calendar year. His paid volume as of 
Nov. 2 totaled $1,259,151. 

Robert P. Hale, vice-president and 
director of agencies for Tennessee 
Life, presented Mr. Perkins with a 
check for $1,000 in recognition of his 
achievement. 

The company is a wholly-owned 
subsidiary of Tennessee Gas Trans- 
mission Co. 
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NAIC Votes Study Of Several Matters 
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National Assn. of Independent Insur- 
ers, for NAII; Seymour E. Smith, 
vice-president and actuary of Travel- 
ers, and Ray Murphy, general coun- 
sel of Assn. of Casualty & Surety 
Companies, for that association; J. 
Paul Quinn, counsel of Health Insur- 
ance Assn. of America, and William 
R. Shands, vice-president and general 
counsel of Life of Virginia, for HIAA; 
Eldon Wallingford, assistant general 
counsel, for Life Insurance Assn. of 
America, and Chase M. Smith, general 
counsel Lumbermens Mutual Casualty, 
and Newell R. Johnson, general man- 
ager of American Mutual Insurance 
Alliance, for the alliance. 

The industry committee elected Mr. 
Shands chairman, Mr. Southall vice- 
chairman, and Mr. Wallingford sec- 
retary. A meeting of the subcommittee 
and the industry committee will be 
held in April. 


A subcommittee of the blanks com- 
mittee, headed by Higgins of New 
York, was established by the blanks 
committee, to work out a uniform 
blank for commercial pension and 
trusteed welfare funds. The blanks 
committee, headed by Bruce of Cal- 
ifornia, also discussed procedure to 
be followed until a uniform blank for 
these facilities is adopted. The Hig- 
gins subcommittee will meet March 
27 at the New York City office of the 
New York department, just ahead of 
the blanks committee meeting. Sug- 
gestions from representatives of the 
business were invited. 

Thurman of Kentucky called on 
Evans of his department to discuss 
deposits with his other departments 
of such bonds as U. S. Treasury GS 
which cannot be transferred. In case of 
insurer liquidation, such bonds would 
not be available to the commissioner. 
Hammel of Nevada suggested that the 


valuation committee could advise 
states which of these governments are 
acceptable. 


Frank Thomas, manager of the val- 
uation committee office, said the bonds 
originally were sold as permanent in- 
vestments and were designed not to 
be traded. They do present a problem 
in case of liquidation of an insurer or 
estate, but the treasury may have to 
be approached. Humphreys of Massa- 
chusetts suggested taking up the mat- 
ter with the NAIC federal liaison 
committee. 

Harold Bittel of New Jersey said 
the matter was one for department 
counsel. He should examine the bonds 
to see if the state can use them if 
necessary. 

Edward J. Reilly of New York said 
that when the bonds originally were 
issued, the treasury permitted use of 
a special endorsement making them 
transferrable but it no longer allows 
this. 

Industry representatives expressed 
opposition to the granting of discounts 
by hospitals to Blue Cross subscribers. 
Joseph F. Follmann Jr. of Health In- 
surance Assn. of America told the 
meeting of the committee on non- 
profit hospital and medical service as- 
sociations, headed by Smith of Penn- 
sylvania, that all patients should be 
charged on the same basis. He said 
he hoped NAIC would not take any 
action with respect to the problem of 
the reimbursement formula used by 
hospitals and Blue Cross. 

Albert Pike Jr. of Life Insurance 
Assn. of America seconded Mr. Foll- 
mann. He said he stood in awe of the 
public relations division of Blue Cross, 


and hoped the subcommittee would 
not put its approval on any implica- 
tion that a discount of any kind is 
proper. Such a discount violates the 
elementary principles of fair play, he 
declared. 

Binnington of Nebraska, head of the 
subcommittee on regulation of adver- 
tising, reported on the wide volun- 
tary acceptance by Blue Cross and 
Blue Shield of the NAIC advertising 
code. 

Bernard Greenberg of United Steel- 
workers of America said the matter 
of reserves put up by Blue Cross is 
not urgent presently because Blue 
Cross organizations are asking for rate 
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increases and their reserves are be- 
ing examined. But there is presently 
no incentive to look at the reserves 
being accumulated by Blue Shield 
plans, he said, and they deserve as 
much inquiry as Blue Cross reserves. 

A. C. Leslie, Pittsburgh attorney and 
former Pennsylvania commissioner, 
emphasized at the “non-profit” com- 
mittee meeting that the reimburse- 
ment being discussed deals with de- 
preciation of buildings. Since there is 
involved here a matter of contract be- 
tween Blue Cross and hospitals, the 
Blue Cross people did not want to 
discuss the matter with the commer- 
cial companies. 

However, the subcommittee voted 
to call on representatives of the Blues 
and the commercial companies as it 
deems necessary. 












Located in the very 
heart of the Southeast, 
Liberty Life is proud of 
its region... proud to 
have contributed to 

its rapid and sound 
development... 

proud to be a 

part of it! 


LIBERTY LIFE 
INSURANCE COMPANY 


Home Office: Greenville, South Carolina 


FINANCIAL FREEDOM FOR THE FAMILY : 
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qualified General Agents in selected areas. 


Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 





Lovat Protective Lire INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 
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to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Eraday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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agencies. 


ASSISTANT SUPERINTENDENT OF AGENCIES 


Opportunity in Southern California with aggressive eastern company 
(Life, Group, A & H). Man selected will recruit and develop West Coast 


Submit complete résumé, photograph and any other facts you consider 
important in presenting your qualifications. 


Attractive salary based on experience and potential. Expenses for travel- 
ing. Reply to Box + NY-73, c/o Advertising Dept., The National Under- 
writer Co., 17 John Street, New York 38, New York. 











salary. 


Blvd., Chicago 4, Ill. 


HOME OFFICE DIRECTOR OF AGENCIES 


Rapid-growing Western company, expanding its operation in life, has opening 
for a capable individual to establish and supervise General Agencies. 

Individual selected must have had successful selling experience as an agent, 
recruiting experience as a General Agent or Supervisor in general agency or 
home office capacity. He must be able to direct and motivate. 

In reply, please, be specific as to education, experience, age, companies 
represented and affiliations, income, past and present connection and reason 
for change. This is a top executive position with excellent opportunity to become 
part of management thru stock options and bonuses in addition to excellent 


Address Box #Y-21, c/o The National Underwriter Co., 175 W. Jackson 
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NAIC Adopts Model Credit Lite-A&S Bill 


(CONTINUED FROM PAGE 2) 


a 39-cent rate, should have to raise its 
rate above that if it is making money 
at that rate. If another company 
thinks it should have a 25-cent rate or 
a 50-cent rate, the commissioner will 
determine what should be the right 
commission to pay. 

Mr. Gerber was particularly em- 
phatic about the integrity and com- 
petence of the insurance commission- 
ers, saying that the men who serve in 
this capacity will not permit “compe- 
tition in reverse or outrageous com- 
pensation, and dividends that come 





WANTED 
EDPM SPECIALIST 


Splendid opportunity open for man or 
woman experienced in programming |.B.M. 
650 as programmer and manager of |.B.M. 
department of well-established, medium- 
sized midwest life insurance society. In reply 
give age, education, business experience, 
salary expected and enclose photo. Reply 
confidential. Address Box Y-5, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 











A CHALLENGING OPPORTUNITY 
for CAREER ACTUARY 


in new Actuarial Division of 50 year old 
Life and Accident Health Company. Age 
and experience open. Prefer man with at 
least five years experience, who has com- 
pleted most of his exams, or willing to do 
so. Job will appeal to man with vision and 
ability to meet the challenge of an ex- 
panding opportunity within company man- 
agement. Write Box X-60, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








Jackson Blvd., Chicago 4, Ill. 


HOME OFFICE EXECUTIVE 


Unexcelled opportunity in growth situation for insurance executive with 
broad experience in the ordinary life field to head company's principal 
operations office in Rocky Mountain area. California incorporated, well 
established company, licensed in || western states, Hawaii and Alaska. 
To qualify applicant should be an experienced executive in all phases of 
home office operations. Salary open. Age 40 to 45. Position has eventual 
potential of company's first executive position. Send detailed résumé 
in confidence to Box Y-17, c/o The National Underwriter Co., 175 W. 





ATTRACTIVE FLORIDA OPENING 


for life sales management 


Attractive? ... we had an excellent man 
lined up who was enthusiastic, but ill 
health intervened. Take this second oppor- 
tunity to investigate staff position with 
New England Life's Tampa general agency. 
Write Mel Magidson, 2020 Ross Bldg., 
Tampa 2. 














OUTSTANDING POSITION IN 
GROUP SALES 

A progressive legal reserve Life Company 
handling a full line of Group Plans (Life— 
Accident & Health—Pensions) are ex- 
panding their field activities and require 
additional experienced Group Salesmen 
in— 

MICHIGAN — OHIO — PENNSYLVANIA 

— EASTERN SEABOARD 


Applicants should be 27-35 years of age, 
well known in the area and have a suc- 
cessful background in Group Work. 
Salary and bonus contract plus a com- 
pletely modern plan of Group Benefits 
including Pension. Reply stating educa- 
tional and business background. All infor- 
mation received will be treated strictly 
confidential by Home Office. Box Y-22, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


WANTED 
ASSISTANT ACTUARY 
Due to expansion program of well- 
established, medium-sized mid-west 
life insurance society, a fine oppor- 
tunity is open for a qualified man or 
woman as assistant actuary. In reply 
give age, education, business expe- 
rience, salary expected and enclose 
photo. Reply confidential. Address 
Box Y-8, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 

Chicago 4, Ill. 


WANTED TO BUY 


Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P O. Box 463, 
CHICAGO 90, ILLINOIS. 








ACTUARIAL STUDENTS 


Progressive Southeastern multiple line insurance 
company has attractive openings, with excep- 
tional advancement opportunities, for Actuarial 
students. Salary: $7,000 to $10,000. Send full par- 
ticulars to Box X-75, c/o The National Under- 
writer Co., 175 W. Jackson Bivd., Chicago 4, Ill. 




















EXECUTIVE WANTED 
Ground floor opportunity for right man with 
new, well-financed, life insurance company lo- 
cated in the South. Prefer background of agency 
experience and general home office operation. 
Give details of qualifications and salary re- 
quirement. Reply Box Y-7, c/o The National 
oe Co., 175 W. Jackson Blvd., Chicago 











STAFF ACTUARY 
NATIONAL PENSION CONSULTING FIRM HAS 
VERY PROMISING POSITION AVAILABLE IN 
MIDWEST METROPOLITAN CITY FOR ACTUARY 
OR ADVANCED ACTUARIAL STUDENT, PREFER- 
ABLY UNDER 40. SIZEABLE VOLUME OF EXIST- 
ING BUSINESS AND RAPIDLY EXPANDING. 
PREVIOUS PENSION EXPERIENCE DESIRABLE 
BUT NOT NECESSARY. STARTING SALARY 
OPEN. LIBERAL EMPLOYEE BENEFIT PRO- 
GRAM. SUBMIT FULL DETAILS, BOX Y-9, c/o 
THE NATIONAL UNDERWRITER CO., 175 W. 
JACKSON BLVD., CHICAGO 4, ILL. 


AGENCY DIRECTOR 


Progressive Los Angeles Life and Accident & 
Health company wants hard-hitting Life and 
Accident & Health Sales Manager. Opportunity 
could lead to Agency Vice President. Salary and 
production bonus. Reply National Underwriter, 
Box Y-10, 175 W. Jackson Blvd., Chicago 4, Ill. 











ACTUARIAL POSITION WANTED 


Young Associate of Society of Actuaries with ex- 
perience in technical and administrative phases of 
group insurance would like to make use of this 
experience in position with challenge and prospects 
for future growth. Insurance company or consultant, 


Reply Box Y20, 
175 WW. 


c/o The Na- 
Jackson Bilvd., 


midwest preferred. 
tional Underwriter Co., 
Chicago 4, Il. 











from the blood and sweat of the citi- 
zens of their states.’’ He said he chal- 
lenged any company showing a 7% 
loss ratio and paying 70% commission 
and dividends to continue to operate 
at rates that developed those figures, 

Mr. McNaughton, however, said 
Prudential is not concerned with a 
commissioner’s saying what the pre- 
mium should be “but we know that 
unless there is a maximum payment 
that can be taken from the public for 
creditor insurance they buy, competi- 
tion in reverse will operate.” He said 
Prudential had a case for $500 million 
in which it had the alternative of 
raising the rate or letting the case go, 

Oren D. Pritchard, manager for Un- 
ion Central Life at Indianapolis and 
vice-president of National Assn. of 
Life Underwriters, reiterated the 
NALU position against any commis. 
sion payments whatever to anyone 
connected with a lending institution, 
or any other form of compensation or 
premium adjustment or dividend for 
the institution’s economic benefit. 


The commissioners must know, he 
said, that Congress is showing interest 
in the “coercion” of hundreds of thou- 
sands of borrowers daily into buying 
creditor insurance, with ‘“unconscion- 
able profits’ to the lender. 

“Unless you act, Congress will,” Mr. 
Pritchard warned. “Time is of the es- 
sence if the National Assn. of Insur- 
ance Commissioners is to face up to 
the great threat that confronts state 
regulation. The problem has been long 
known but little has been done about 
ats? 

Mr. Pritchard said this delay is pleas- 
ing to some in the credit insurance 
field, but rather than see a Dill like 
the model measure endorsed he would 
“reluctantly urge” delaying action on 
the bill until a better one, along the 
lines of NALU’s’ recommendations, 
could be drafted. 

Mr. Gerber said NALU’s statement 
was drafted before the present version 
of the bill was written. He said the 
present version covers coercion but 
that whether a licensed agent should 
be denied a commission because of 
being connected with a lending insti- 
tution is a matter of opinion. 

Mr. Pritchard said he was inclined 
to agree with Mr. McNaughton that 
if the proposed NAIC bill were adopt- 
ed it would result in increases in pre- 
miums where a larger commission 
might be paid to the lender as agent. 


Holz of New York asked Mr. Pritch- 
ard whether he was saying that if 
such a bill were enacted companies 
would be compelled to raise rates to 
get business or lose it by paying too 
low commissions. 

“Until you separate creditors from 
the agency system you will continue 
to have this situation,’ he replied. 

H. P. Yates, assistant vice-president 
of Metropolitan Life, sided with Pru- 
dential in saying that his company 
would prefer no bill at all to the one 
being proposed as a model. 

“We want adequate regulation,” he 
said, “but this will not provide it.” 
Mr. Yates said he would hope that the 
purpose of the bill would be to protect 
the borrower but that he was “ter- 
ribly afraid” the bill wouldn’t do it. 
He favored a bill specifying the max- 
imum charges that could be made to 
the borrower. 

Asked if he favored company rating 
bureaus, as in the fire and casualty 
business, Mr. Yates said no, but he 
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would like to see “bench-marks” with- 
in which the commissioner would ap- 
prove rates. 

Asked by Samuel Orebaugh, Iowa 
deputy, if Metropolitan favors charg- 
ing the same rate for individual credi- 


' tor insurance as for group, Mr. Yates 
' said a differential should be allowed 
* put not a substantial one. 


Mr. Orebaugh pointed out that in 
that case the lender who wants a 
commission will choose to require in- 
dividual policies. There’ll always be 
lenders that will prefer individual to 
group, so as to get the commission, he 
said. 

Binning of Nebraska contended that 
the argument was all ‘semantics,’ for 
the model bill would allow the com- 
missioner to do what could be done 
under other proposed bills. It all de- 
pends on the disposition of the com- 
missioner to act, he emphasized. He 
noted that this bill gives the commis- 
sioner the right to withdraw approval, 
an improvement over the previous 
version. 

Mr. Binning said he had no answer 
for Mr. Pritchard’s criticism of com- 
mission payments, because when a 
man is licensed for one kind of insur- 
ance there is no way to deny him the 
right to write another kind. The big 
thing about the model bill, he said, is 
that it gives the commissioner the 
right to disapprove if the benefits are 
out of line with the charges. 

Rogan of Wisconsin urged endorse- 
ment of the bill as being one that as a 
practical proposition could be got 
through the legislatures. 

Horace Baker of John Hancock said 
the companies with experience in this 
field feel that “unless you regulate 
the charge to the borrower: you are 
not going to have the solution.” He 
said the bill could be made better by 
inserting “bench-marks,” otherwise it 
would be impossible to cure all the 
abuses because there would be many 
things that would not come to the at- 
tention of the regulatory authorities. 

William J. Walsh, general counsel of 
Consumers Credit Insurance Assn., 
said that up to that point it would ap- 
pear there was no industry support 
for the model bill. But he said CCIA, 
which has been following the matter 
for about six years, believes the bill 
is a step in the right direction, and 
would like to thank the committee for 
its work in drafting it. 


_ 


Yale Book On Insurance 


Opportunities At Discount 


The two editions of the 1957 “Insur- 
ance World,” one on life insurance and 
one on property insurance, now are 
available at 15 cents per copy plus 
postage. These volumes, published by 
Yale Daily News and put together by 
undergraduates at Yale, originally re- 
tailed at $3.50 for the two. 

Effort is being made to dispose of 
the 5,000 copies of each edition left in 
storage because of the inability of the 
undergraduate group to continue the 
order services it has been supplying. 

The books contain articles by au- 
thorities in the various insurance fields, 
aimed at giving the undergraduate 
across the country a comprehensive 
picture of the nature and opportunities 
in the insurance business. More than 
25,000 sets of the two books already 
have been purchased by insurers. 


The Philadelphia Insurance Tele- 
Phone Directory has just been pub- 
lished by the National Underwriter 
Co. In it are the names, addresses 
and telephone numbers of persons ac- 
tive in Philadelphia insurance. Copies 
may be obtained for $1 each from the 
National Underwriter Co., 420 East 
Fourth street, Cincinnati 2, Ohio. 
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POLICIES 


(CONTINUED FROM PAGE 16) 
icy providing the same benefits as pro- 
vided in the rider, excluding the 
monthly income payable upon the 
death of the wife. 

Upon the death of the wife, bene- 
fits provided by the plan on the life 
of each child will become paid-up 
term insurance. The family life plan 
also includes conversion privileges for 
the wife and children, including the 
provision that each child may convert 
for an amount up to five times the 
amount of his expiring term insur- 
ance. It will be issued substandard up 
to table F for the wife, and may be 
attached to policies on the husband’s 
life rated to table P. 

Full—not graded—death benefits are 
payable on each child, and the plan 
is available to women between the 
ages of 16 to 40, providing the husband 
is not more than 10 years older or five 
years younger than his wife. 








New Corporation In Columbus, O. 


Educator & Executive Insurers has 
been incorporated in Columbus, O., to 
write preferred risks at reduced rates, 
with capital or $300,000 and 20,000 
shares of common stock. Incorporators 
are Herbert N. Snowden, Harry J. 
Nichols and Carl S. Clark. The firm 
will direct immediate efforts toward 
teachers and educators, hoping to take 
in other professional and executive 
groups later. 


A&§ 


(CONTINUED FROM PAGE 21) 
growth is due to a 20% population 
gain in the past 12 years. 

An even faster population increase, 
extension of coverage to older age 
groups and substandard risks, greater 
desire for coverage by youthful work- 
ers and the increase in business or- 
ganizations all will contribute to 
expanded A&S business in the next 
12 years, Mr. Paddock concluded. 








Wis. A&H Assn. Sales 


Congress In 3 Cities 


The recent sales congress of Wiscon- 
sin Assn. of A&H Underwriters, spon- 
sored by the Madison association, fea- 
tured the following speakers: E. H. 
Mueller, Provident L. & A.; Dale B. 
Potts, Wisconsin Casualty Assn.; Al- 
fred Perego, Perego agency; Edward 
Voss, North American Life, Milwau- 
kee; Gibson Wright, Eau Claire, zone 
chairman, International Assn. of A&H 


Underwriters, and Bruce _ Gifford, 
managing director of IAAHU. 
The sales congress visited Eau 


Claire November 11 and was sched- 
uled to appear at Wausau Novem- 
ber 15. 


Health Insurance Council Issues 


10-Year Report of Achievements 
Health Insurance Council has _ is- 
sued a booklet, Serving the Health 
Care Field, which describes the coun- 
cil’s information and technical assis- 
tance program conducted since 1946. 
Cited as major achievements are 
the development of simplified all-pur- 
pose, claim forms for physicians and 
hospitals which have been endorsed 
by medical and hospital associations; 
the hospital admissions plans under 
which patients may use their insur- 
ance benefits as a credit against the 
hospital bill; increasing company par- 
ticipation in the claim forms program; 
the fruitful results of conferences be- 
tween insurance and medical leaders; 


an expanding speaker program; the 
annual survey of voluntary health in- 
surance coverage in the U.S.; publi- 
cation of pamphlets on fundamentals 
of health insurance; simplification 
of health insurance administration 
through development of a _ standard 
nomenclature and classification of sur- 
gical procedures, and the channeling 
of news of industry trends to medicai 
and hospital journals. 


Claim Assn. Sets 1958 
Annual For Sept. 22-24 


International Claim Assn. will hold 
its annual meeting next Sept. 22-24 
at the French Lick Springs hotel, 
French Lick, Ind. 

The executive committee met re- 
cently at New York to plan the meet- 
ing. Howard J. LeClair, Mutual 
Benefit H.&A., chairman, presided. 

Executive committee members were 
guests at a meeting of Eastern Life 
Claims Conference and heard John H. 
Miller, vice-president and senior actu- 
ary of Monarch Life, discuss the ad- 
ministration of A&S benefit pay- 
ments. The conference draws its mem- 
bers from companies along the Atlan- 
tic seaboard and in Canada. 


Wis. Blue Cres Blue Shield 


To Form Separate Units 


Wisconsin Blue Shield will set up 
its own sales and service organization 
to begin operation next year. The plan 
has been represented by Blue Cross 
since its inception 10 years ago. The 
current contract between the plans ex- 
pires Feb. 1. 

At the same time, Blue Cross has 
been authorized by the insurance de- 
partment to write surgical and medical 
care related to hospitalization through 
a subsidiary, Health Ins. Co. 


Enters A&S Field 


Farmers Mutual Auto of Madison 
began writing A&S as of Nov. 1, point- 
ing out at the same time that this is a 
further step toward complete multiple 
line operations in developing the com- 
pany’s policies. 


New West N. C. A&H Club 


Officers of the new Western Caro- 
lina Assn. of A&H Underwriters will 
be installed during a meeting of the 
group in Asheville, N. C., Dec. 13, by 
representatives of North Carolina 
Assn. of A&H Underwriters. 

The North Carolina association con- 
vention is scheduled for May 23-24 
with O. E. Stubblefield Sr. of Raleigh 
as convention chairman. 





Southern General Life of Gulfport, 
Miss., has been granted a charter of 
incorporation. Its capital stock listing 
is $350,000. 
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Aid Assn. For Lutherans 
Holds Wis. Agents Meeting 


C. W. Tomlinson, manager at Mad- 
ison of Bankers Life of Iowa, spoke 
on “The Maturing of a Life Insurance 
Agent” at the annual meeting of Wis- 
consin Fraternal Life Underwriters 
Assn. of Aid Association for Luther- 
ans at Wisconsin Rapids. Some 80 
agents and general agents at ended. 

Arno Plischke, Wausau, was elected 
president of the association to succeed 
Melvin Timmel, Appleton and Norval 
Kossow, Racine, was named vice- 
president, and Everett Jorgensen, Ap- 
pleton, secretary-treasurer. 

John Pluto of Milwaukee was 
awarded the trophy for highest pro- 
duction of the year at the banquet. 
After winning it for the third consec- 
utive year, he retains permanent 
possession of the trophy. 


Merten To H.O. Post 


Aid Assn. For Lutherans 


Edward A. Merten, Chicago, will be- 
come assistant director of agencies of 
Aid Association for Lutherans, Jan. 
1. Mr. Merten has been a general agent 
for the company in Chicago since Jan., 
1956. He started as a district repre- 
sentative in New York City in 1954. 


Wright Marks 30 Years 

W. E. Wright, vice-president and 
secretary Pioneer Mutual Life, recent- 
ly marked his 30th anniversary with 
the company. He went with the com- 
pany in 1927 when it was known as 
A.O.U.W. of North Dakota, was elected 
secretary in 1939 and was named 
to his present post when A.O.U.W. 
became Pioneer Mutual Life in 1948. 
He is a past president of Fraternal 
Field Managers Assn. and past chair- 
man of the non-can committee of 
A&H Underwriters Conference, as 
well as a member of a number of other 
important insurance associations. 





Increases Maximum For Juvenile 

Royal Neighbors has increased its 
maximum amount for juvenile from 
$5,000 to $10,000 in all states except 
New York and Virginia. 





Phillip Fass of Beverly Hills won 
“man of the month” honors for Mid- 
land Mutual life by leading the field 
force during October. Without previous 
life insurance selling experience and 
representing the company only since 
July of 1955, Mr. Fass has qualified 
for all of the company’s production 
clubs, including Midland Mutual’s top 
honor clubs. He is the leader in new 
business production for the entire com- 
pany to date. 





HOME OFFICE 


DALLAS, TEXAS 
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Bankers Lite Of lowa 
Adding 100,000 Feet 


Construction of a 100,000 square foot 
addition to the home office of Bankers 
Life of Iowa is scheduled to begin 
late in February. Tentative plans call 
for the addition to be completed late in 
the summer of 1959. The new addi- 
tion will be the same height as the 
present building and will extend 170 
feet north between Seventh and Eighth 
streets on High street. The eight-story 
structure will give the present home 
office a 45% increase in space. The 
exterior will be in Bedford stone and 
Minnesota rainbow granite to har- 
monize with the present building. 

President D. N. Warters points out 
that a 12,000 square foot company cafe- 
teria, designed to give the finest, com- 
plete dining room service and a lounge 
will be among the many features in- 
corporated into the new addition. The 
cafeteria, dining rooms and kitchen 
will be added above the auditorium on 
the third floor level. 

Other features will include provi- 
sions for housing the larger scale elec- 
tronic equipment which is having in- 
creasing use. Also, a separate air-con- 
ditioning plant, with allowance for the 
capacity needed to serve the new elec- 
tronic machines, will be installed. And 
the addition will include three new 
automatic elevators, near a new em- 
ployes’ entrance. 

In commenting on the new addi- 
tion, Mr. Warters said that “when 
the existing building was erected in 
1939 the company had insurance in 
force amounting to $756,982,999 and 
total admitted assets of $240,079,449. 
At that time, there were about 500 
home office employees.” 

Since then the company has entered 
both group and individual A&H. “Now, 
as the largest insurance company in 
Iowa as well as one of the 20 largest 
in the nation, we have group insurance 
in force at the end of 1956 amounting 
to $1,013,300,462. Total insurance in 
force amounted to $2,643,097,743, an 
increase of 249% since 1939 and total 
assets amounted to $849,268,174, an in- 
crease of 253% since 1939. 


Applicant Need Not Report 
All Trivial Ailments, 


Minnesota Court Rules 


An applicant for insurance need not 
report all his trivial ailments, Min- 
nesota supreme court held in uphold- 
ing a verdict for $6,680 in favor of a 
policyholder and against North Amer- 
ican L. & C. of Minneapolis. 

The policyholder, Richard A. Blazek, 
suffered a back injury in 1953 while 
at work, which required surgery. Dur- 
ing five years before his application 
for A&S coverage, the policyholder 
had been treated by a doctor for a 
sore back and shoulders and a stiff 
neck on_ several occasions. North 
American contended that the policy- 
holder’s 1953 injury was an outgrowth 
of these earlier symptoms and since 
he omitted mention of these ailments 
in his application, the company 
claimed it was under no obligation to 
pay him. Mr. Blazek sued and won a 
verdict. North American appealed, 
contending that the policyholder was 
not totally disabled and that he waited 
too long to give written notice of the 
injury. 

The supreme court said the jury 
was justified in finding the ailments 
were “trivial and temporary and 


neither constituted a pre-existing con- 
dition nor were required items for 
disclosure.” The court also said that 
the company gave up its right to in- 
sist on the time for giving notice when 
it made certain payments to Blazek 
and accepted premium payments. 











A new addition to Bankers Life of Iowa home office building will extend 
170 feet north along Seventh street to the right of the dotted line. The ad- 
dition will be the same height as the present building. 








Late News Bulletins... 
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to be approximately 1.77 shares to 1. On a consolidation there would be ap- 
proximately 7,647,914 shares of no par stock outstanding, or to be issued; how- 
ever, the consolidation agreement provides for a change to 450,000 shares of $1 
par value stock after an approximate 25 to 1 reverse split. Following consolida- 
tion, it is proposed that Jewel S. Jones will be president, and Lee G. Wiley, 


executive vice-president. 


Treasury Submits Total-Income Tax Plan 
WASHINGTON—The Treasury Department has submitted to the House ways 

and means committee its proposal for a permanent basis for income taxation of 

life companies. It is understood to be based on the “total income” approach, 


which the Treasury has long favored. 





St. Louis GAs Fete 


Ladies, Best Producers 


St. Louis General Agents & Manag- 
ers Assn. recently entertained their 
wives at the annual Christmas dinner 
dance. 

On Jan. 31, 1958, the association will 
have its annual dinner to recognize 
outstanding personal producers. Guest 
speaker will be H. Bruce Palmer, 
president of Mutual Benefit Life. 

Each agency or branch office will 
choose is own “man of the year” to 
be honored. He may be the leading 
producer or the man who has done the 
best all around job in 1957. He must 
meet eligibility requirements of $500,- 
000 worth of new paid ordinary volume 
or $10,000 in paid life premiums during 
1957. No more than two men from 
each office will be eligible. 


Mass. Mutual Clinics 
Launch New Sales Aids 


Massachusetts Mutual Life has com- 
pleted a series of 14 regional estate 
planning clinics covering four months 
and attended by more than 500 of the 
company’s full-time agents. The clin- 
ics served to introduce a brochure and 
other material developed for estate 
planning operations. They featured 
open group discussions of the general 
background and techniques of estate 
planning. E. James Stephens, super- 
intendent of advanced underwriting 
sales, planned and supervised the clin- 
ical series, aided by E. B. Sullivan 
Jr. and A. J. Lyons, assistant super- 
intendents. 


Discuss Estate Planning 


Observations on the use of life in- 
surance in estate planning were re- 
lated at a dinner meeting of Mil- 
waukee Life Insurance & Trust Coun- 
cil Dec. 9, at the Milwaukee club. The 
speaker was Stuart A. Monroe, Mutual 
Benefit Life, Chicago, who specializes 
in estate, corporate tax, and employe 
plans. 


Little Rock GAs Elect 


Tinson As President 


Herbert W. Tinson Jr., Prudential, 
has been elected president of Little 
Rock General Agents & Managers 
Assn. to succeed Foster A. Vineyard, 
Aetna Life. 

Other new officers are Jack Wag- 
goner, New York Life, vice-president; 
and Carl Gray, First Pyramid Life, 
secretary-treasurer. Directors elected 
are James L. Francis, Lincoln National 
Life; Phillip B. English, Mutual Life 
of New York; and Verne Barnes, Kan- 
sas City Life. 


N. Y. CLU Chapter To 
Run Estate Seminar 


NEW YORK—The New York City 
CLU chapter will begain a series of 
eight seminar-lecture sessions, to be 
held weekly and lasting two hours 
each. Irving S. Bober, New England 
Life, will have charge of the program. 
It will cover estate planning, pension 
planning, business purchase problems 
and other timely subjects. Lecturers 
will include “foremost authorities in 
their respective fields,” according to 
Mr. Bober. It is open only to chapter 
members. The fee will be about $30. 


Hospitals Gansel B.C. 


The Passaic and Perth Amboy gen- 
eral hospitals in New Jersey have can- 
celled their contracts with the Hos- 
pital Service Plan of New Jersey, the 
Blue Cross facility. The hospitals end- 
ed their association with Blue Cross 
because of charges that Blue Cross 
makes inadequate allowances for serv- 
ices and care. They contend Blue Cross 
payments should cover free services 
for indigent patients, hospital staff re- 
search and depreciation reserves for 
renewal and maintenance of equip- 
ment. Following cancellation, which is 
effective 90 days from Dec. 2, the dif- 
ference between Blue Cross allow- 
ances and hospital fees will be charged 
to the patient. 


December 14, 1957 


Adams Names 30 
NALU Vice-Chairmen 


WASHINGTON—Thirty regiona) 
vice-chairman for the 1958 membership 
campaign of National Assn. of Life 
Underwriters have been appointed by 
NALU President Albert C. Adams. 

The campaign has a target of 78,009 
members as compared to the present 
NALU membership of 73,000 and wil] 
operate under the supervision of the 
national membership chairman, Wil- 
liam E. North, New York Life, Evans- 
ton, Ill. The new regional vice-chair. 
men are: 

H. G. Horn, Business Men’s Assur- 
ance, Portland, Ore., and William G. 
Preston, Northwestern National, Great 
Falls, Mont., for Alaska, Idaho, Mon- 
tana, Oregon, Washington, and Wyom- 
ing. 

Edward Neisser, Massachusetts Mu- 
tual, Los Angeles; Q. L. Ching, Pru- 
dential, Honolulu, and Howard Ogden, 
Northwestern Mutual, Ogden, Utah, 
for Arizona, California, Hawaii, Ne- 
vada, and Utah. 

Earnest J. Gorman Jr., Bankers of 
Iowa, Albuquerque; F. B. Barnes, 
American National, Lawton, Okla, 
and Robert S. Frantz, Massachusetts 
Mutual, Enid, Okla., for Colorado, 
New Mexico, Oklahoma and Texas. 

Z. Willard Finberg, Great-West Life, 
St. Paul; Harold Grant, Central Stand- 
ard Life, Mitchell, S.D.; Martin G, 
Miller, Mutual of New York, Topeka, 
Kan., and Arvid Wiklund, New York 
Life, Bismarck, N.D., for Kansas, 
Minnesota, Nebraska, and North and 
South Dakota. 

Robert E. Davis, Equitable of Iowa, 
St. Louis; Morton J. Greenstone, Aet- 
na, Sioux City, Ia.; Leon Lawhead, 
National Life of Vermont, Indianapo- 
lis; Dale Simpkins, New York Life, 
Milwaukee, and Edgar D. Tripple, 
Rockwood agency, Chicago, for Illi- 
nois, Indiana, Iowa, Missouri, and 
Wisconsin. 

John F. Anderson, Metropolitan, 
Jackson, Miss.; C. A. Burnette, Min- 
nesota Mutual, Knoxville, Tenn.; M. 
William Fields, Jefferson Standard, 
Fayetteville, Ark.; George Hester, 
Jefferson Standard, Florence, Ala.; and 
Paul E. Martin, Metropolitan, Lexing- 
ton, Ky., for Alabama, Arkansas. 
Kentucky, Louisiana, Mississippi, and 
Tennessee. 

J. D. Hall, Gulf Life, Thomasville, 
Ga., and Willis H. Parker, Independent 
L.&A., Jacksonville, Fla., for Florida, 
Georgia, Puerto Rico, and North and 
South Carolina. 

Charles P. Fehl, Bankers of Iowa, 
Cleveland; Don Van Camp, New York 
Life, Wheeling, W. Va.; Coy G. Eklund, 
Equitable Society, Detroit; W. H. Gat- 
ling, Jefferson Standard, Norfolk, Va., 
and Hilbert W. Reynolds, New York 
Life, Pittsburgh, for District of Col- 
umbia, Maryland, Michigan, Ohio, 
Pennsylvania, Virginia, and West Vir- 
ginia. 

Clifford A. Washburn, Metropolitan, 
Hartford, for Connecticut, Delaware, 
New Jersey, and New York. 


Request Workers Stock Plan Permit 

Independence Life of America, Los 
Angeles, has applied to the California 
department for an optional permit to 
issue and sell to its officers and em- 
ployes stock not to exceed 10,000 shares 
at a price not to exceed 85% of the 
market value of the stock. The re- 
quested option is to run from two to 
10 years. The company has an au- 
thorized capital of $1 million and 252,- 
000 shares of stock outstanding at the 
time of the application. 
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First Public Offering... 


3-D Pension Plan 
For Small Groups 


Exclusive New Plan Gives Small Concerns 


Every Advantage 


Groups of 10-40 employees can now be provided 
retirement income plans. .. on a group underwritten 
basis . . . comparable in features and advantages 
to the finest ever developed for industrial giants. 


Continental has devised master contracts to 
fund more different types of pension plans 
than any other insurance company. 


Directed by this wealth of experience, CAC re- 
search skimmed the cream from the best of existing 
plans. Then results were combined into readily 
adaptable basic elements for building individually 


‘Stee 






“An Important Consideration” is almost a do-it- 
yourself pattern for small group pension planning. 
No technicalities. No mysteries. Ask for your copy 


by return mail. 


Enjoyed by Giants 


adjustable programs . . . stress on simplicity and 
adequacy every step of the way. 


No trust needed. Qualifies for tax advantages. 
Group underwriting. Virtually no admin- 
istrative burden. Premiums well below 
individual policies. 


To get the full and easily understandable facts, 
please write for a copy of our booklet, “An Im- 


portant Consideration.” 


“Attractive Commissions’. . . Doubled! 
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310 SOUTH MICHIGAN AVENUE © CHICAGO 4, ILLINOIS 





Tomorrow’s architecture will permit 





bringing the sun into homes at all 
seasons of the year. Thanks to movable 
walls and windows, and warm air 
curtains, you'll even sunbathe in the 
comfort and convenience of your 
home, winter as well as summer. 
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OHIO NATIONAL LIFE 
agents design for tomorrow, too! 


Opportunities for selling Ohio National Life’s Group Life, Pension, and 
Profit Sharing Plans are greater than ever before. ; 


Both large and small business firms and their employees find 

Ohio National Life contracts a sound dollar-and-cents investment. 
Guaranteed issue, entry age normal funding, flexible schedules, competitive 
rates, a choice of retirement plans including split-funding plans, and 
many other features make them not only attractive 

but practical to meet every situation. 


Ohio National Life agents are provided every help in the field 
and from the home office in writing Group Life and Pension Plans. 
This includes preparation of the proposal, assistance in on-the-spot 
presentation of the plan, and furnishing other practical 
suggestions and help. 


Inquiries from brokers concerning either Group Life or Pension Plans, 
or both, are invited. Write or call. 


Ohio National \Life INSURANCE COMPANY: CINCINNATI 





